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Closed its first year writing all casualty lines 








with the greatest record ever made by any 


company i. a similar period. 
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March 1, 1923 - - - - ONE AGENT 
December 31, 1923 - - 702 AGENTS 
Number of States Entered - 42 
Net Premiums Written - - $3,195,920 




















THE CASUALTY COMPANY WITH ADVANCE VIEWS ON SERVICE 
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A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 











More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


\ - 
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But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency material. 
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Reliance Life Insurance Company 
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THREAT OF DRASTIC ACTION GIVEN 


Commissioners Meet in New York to Hear All Sides on 
Commission Situation 


ALLED upon extraordinarily short notice, 
the hearing of the sub-committee on com- 
missions of the fire insurance committee 
of the National Convention of Insurance 
Commissioners took a most unexpected 
turn when brought to order at the Hotel 
Astor, Tuesday. ‘This was due to the 
presence of representatives from all the 

so-called excepted cities, thus introducing the commission ques- 
tion on a very broad scale rather than confining it simply to the 
break between the Union and the Western Insurance Bureau. 
Thus it will be seen that the commissioner from Kansas, in put- 
ting across the truce now in effect until January 31, inaugurated 
a movement which promises to have a far-reaching effect and 
may bring about the joint solution of two great evils in the 
West, instead of one. 

The meeting, which is really the outgrowth of Commissioner 
Wells’ resolution, adopted at the December meeting of the Na- 
tional Convention of Insurance Commissioners, was precipi- 
tated by the truce arranged by Superintendent Baker. It called 
forth a very representative group of fire insurance executives 
and agents, there being probably about one hundred and fifty 
present in all. 

Following the Monday afternoon session, many expressions 
of surprise were heard from all sides hy men who were alike 
‘pleased and gratified at the unexpected turn of events and the 
very thorough manner in which the committee operated at its 
first session. 

CALLED TO ORDER LATE 

The meeting was called to order by Commissioner Dunham 

nearly an hour late, many important company executives wait- 


ing about the hotel until Mr. Dunham appeared to take the 
chair. He apologized for the long delay, saying that it was due 
to the mass of correspondence he found awaiting him here. 

Mr. Dunham sketched very briefly the history of the events 
which have led up to the present situation in the West and then 
made it clear that the committee would stick closely to the 
separation issue and would pursue a policy of asking pertinent 
questions along a definitely laid out program. He expressed 
some delicacy in the carrying out such an investigation, men- 
tioning several such affairs in which he had participated when 
a member of the Connecticut Legislature, which showed him that, 
generally speaking, business men know what they are about. 

He said that the committee would require fire exhibits, 
namely: a history and a copy of the by-laws of each organization 
involved; a copy in full of the conference agreement; a list of 
delegates and their powers; a list of the excepted cities, and a 
copy in full of the minutes of the Montreal meeting of the 
\Vestern Union at which the conference agreement was abro- 
gated. 

REPRESENTATION OF THE ASSOCIATION 

The commissioners were represented by Howard P. Dunham, 
of Connecticut ; Francis R. Stoddard, Jr., of New York; G. W. 
Wells, of Minnesota; W. R. Baker, of Kansas; Thomas S. Mc- 
Murray, of Indiana; W. N. Van Camp, of South Dakota; and 
John C. Luning, of Florida, 

The Union was represented by John M. Thomas, chairman; 
C. A. Ludlum, vice-president of the Home; A. G. Dugan, 
western manager of the Hartford; Fred A. Rye, western man- 
ager of the Commercial Union; George H. Bell, western man- 
ager of the National Fire; and John C. Harding, president. 

The Bureau was represented by Waite Bliven, chairman of 
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the executive committee, Charles E. Sheldon, western manager 
of the American of Newark; Walter D. Williams, western man- 
ager of the Security of New Haven; Ralph Rawlings, western 
manager of the Boston and Old Colony, and C. H. Yunker, 
president. 

The National Association of Insurance Agents had only 
three delegates: Walter H. Bennett, secretary; Frank R. Bell, 
president ; and Thomas C. Moffat, chairman of the executive 
committee. 

Representation from the excepted cities was as follews: 
Milwaukee, W. T. Green, James B. Leedom; Chicago, Lyman 
Drake, August Torpe, Jr.; Cleveland, H. T. Grider, W. J. 
Beggs, H. R. Manchester; Louisville, A. G. Chapman; St. 
Louis, C. J. Kehoe, C. L. Crane, C. R. Morrill, Carl L. Lawton; 
Cincinnati, Joseph Dilhof, W. S. Hukill, C. C. Rothier, James 
Schwer. 

The Southeastern Underwriters Association also had a com- 
mittee consisting of President R. N. Hughs, J. C. Long, Jr., 
vice-president of the Phoenix of Hartford; J. S. Raine, man- 
ager, and Cecil F. Shallcross, United States manager of the 
North British and Mercantile. 

Many other well-known figures were present, including H. A. 
Smith, president of the National Board; C. W. Bailey, presi- 
dent of the American of Newark; Whitney Palache, president 
of the Eastern Union; J. O. Platt, vice-president of the Insur- 
ance Company of North America, and James L. Case, former 
president of the National Association of Insurance Agents. 

The chair then said that the meeting this afternoon would 
be given over to the agents, that to-morrow morning the Union 
would have a hearing and later the Bureau would be called upon. 

Walter H. Bennett, secretary of the National Association of 
Insurance Agents, listing the delegates and saying that Thomas 
C. Moffatt, of Newark, New Jersey, chairman of the executive 
committee of the association, would be the spokesman. 

Mr. Moffatt then took the floor and remarked that the agents 
were present as the most concerned. [le then went into a re- 
view of the activities of the agents in the separation issue, dwell- 
ing particularly upon the efforts expended by them to solve the 
issues of the now famous Chicago Conference. He called par- 
ticular attention to the lack of compelling power in the Na- 
tional Association which has a non-competitive membership, as 
against the companies which are in direct competition with each 
other. 

The chair asked Mr. Moffatt if the agents are in favor of 
uniform commissions. Mr. Moffatt replied in the affirmative, 
qualifying his statement by saying that he meant the statement 
to refer to single agencies. 

The chair asked why it should not apply to all agencies giving 
the same service, to which Mr. Moffatt replied that he did be- 
lieve that all agents give the same service. 

Mr. Moffatt made the flat statement that differential commis 
sions in single agencies are dead and cannot be put into opera- 
tion in the Bureau. He said that he believed both companies’ 
organizations are sincere in their desire to clear up the situation. 

Asked by the chair if he had any suggestions as to the solution 
of the situation, Mr. Moffatt said that the agents are ready to 
stand upon the offers made at Chicago, with a compelling force 
to insure their successful operation. 

Mr. Moffatt called attention to the fact that the disturbance 





caused by the present situation will tend to lower the standard 
of local agency representation. 

Commissioner Wells asked Mr. Moffatt the stand of the 
agency association on the excepted cities situation. Mr. Moffatt 
replied that the agents had never endeavored to regulate rates 
of commissions, the nearest they have come to it being their 
representation at the recent casualty acquisition cost conferences 
last year. He explained that the agents have not the authority 
to solve that question. He said that agents want not so much 
large commissions as they do protection. 

Mr. Moffatt said that while he did not believe that the com- 
missioners have any right to say what commission an agent 
should receive, he does believe that they have power to say that 
the agents and companies must make an agreement which they 
(the commissioners) can ratify. 


STATEMENTS FROM THE EXCEPTED CITIES 

A. G. Chapman, of Louisville, Ky., spoke in behalf of the ex- 
cepted cities, as representative from Louisville. He read a two- 
page typewritten statement. 

This statement in effect called attention to the fact that a re- 
duction of commissions in Louisville would not be possible of 
detection when applied to acquisition costs as a whole. Never- 
theless the Louisville Board is ready to accept a commission re- 
duction if the commissioners can persuade the companies to 
uphold so much of the rules of the Board as they believe are 
for the general good of the insuring public. 

C. F. Lawton, of St. Louis, said that the agents there believe 
the rate of commissions to be too high. They also believe that 
the other half of acquisition cost (that is, presumably that over- 
head cost in the company organizations) should be investigated. 
He explained that the main trouble in St. Louis lies in the num- 
ber of agents and sub-agents who get a large share of the so- 
called high commissions. He said that the St. Louis agents are 
ready to cooperate. 

W. J. Beggs, of Cleveland, said that the Cleveland agents are 
gathering data as to the cost of doing business in Cleveland, 
and will not be ready to speak until that data is completed. In 
general he said that Cleveland agents will not be ready to accept 
any reduction until or unless the evils in force there are righted. 

C. C. Rothier, of Cincinnati, spoke along much the same 
line for his city. 

Asked by Commissioner Luning if the excepted cities condi- 
tions prevail anywhere in the East, Mr. Moffatt explained that 
the term does not apply there but that much the same trouble 
prevails as to the multiple agency appointment. 

Superintendent Stoddard, of New York, asked the commis- 
sion paid in the various cities. 

James B. Leedom, of Milwaukee, said that he and W. T. 
Green represent that city as representatives of the president of 
the Board without particular powers. He said that like the 
other excepted cities the agents in Milwaukee would consider 
reduction of commissions if the number of agents be reduced. 

Asked by Commissioner Wells if he thought that a reduction 
of commissions would automatically reduce the number of 
agents he replied in a flat negative. 

W. S. Hukill, of Cincinnati, said the expense of agency 
operation is the highest ever experienced and is due largely to the 


(Continued on Page 7) 
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INDUSTRIAL SAFETY DAY 

ly designating January 16 as “Industrial 

Safety Day,” Governor Alfred E. 
Smith of New York again revealed the 
depth of his interest in the welfare of the 
citizens of that State. The problem of 
accident prevention in factories, business 
houses and mercantile establishments 
throughout New York has become of 
major importance with the passing years. 
The rate of accident frequency is increas- 
ing; factory construction, keeping pace 
with the nation-wide return to normal 
conditions, is responsible for new hazards 
which must be guarded against; and de- 
velopments and improvements in working 
machinery constantly bring into play 
original risk factors to be coped with. 
The appeal of the chief executive of the 
Empire State is, therefore, peculiarly 
timely. 

Not content with attempting a reduc- 
tion in the number of accidents occurring 
in industries, the committee, which has 
been appointed by Governor Smith to 
cooperate with Industrial Commissioner 
Bernard L. Shientag regarding the safety 
campaign now under way, is also investi- 
gating the causes of other accidents. Par- 
ticular attention is being devoted to fatali- 
ties caused by vehicles on the streets of 
the various cities. The plan of procedure, 
which is heartily sponsored by the insur- 
ance sub-committee chosen by the Gover- 
nor, includes the dissemination of instruc- 
tive literature, the education of employers 
and employees in the matter of accident 
Prevention with reference both to the 
safeguarding of machinery and to the 


consideration of individual caution, and 
the introduction of proper legislative 
action on traffic regulations as affecting 
vehicles, operators and pedestrians. 
The entire movement is in every way 
commendable. The public, partly through 
the carelessness of individuals and 
partly through the lack of adequate 
precautionary measures for improving 
safety conditions in industry, is being 
needlessly exposed to danger in many 
instances. Anything which tends to 
eliminate existing hazards is worthy of 
the support of all, and, in particular, 
the great institution of insurance should 
lend its needed aid in solving the prob- 
lem of accident prevention. It would be 
an excellent forward step if 
States were to follow the example of 
New York in this matter in order that 
the attention of the nation might be con- 
centrated on ways and means of reduc- 


other 


ing the yearly number of fatalities which 
now occur. 





 enpeanieiget upon fire insurance 
conditions during the past 

President Edward Milligan, of the Phoe- 
nix’ Insurance Company of Hartford, 


year, 


gave as his opinion that the leading com- 
panies would not be able to show net 
profits on the year’s operations. Tl‘or 
this unsatisfactory condition he places 
the blame mainly upon severe losses, 
heavy expenses and increasing reserves. 
Ile believes that the aggregate premiums 
of 1923 will show a gain of about ten 
While not 
inclined to prophesy as to the results to 
be achieved in 1924, Mr. Milligan is of 
the opinion that, as Secretary Mellon 


per cent over those in 1922. 


has announced that the outlook for gen- 
eral business is good, the insurance com- 
panies may also expect to participate in 
the prosperity, “if prosperity there be.” 
It will be some time before the fire 
underwriting profits or losses of the re- 
spective companies for i923 will be 
known, but with fire losses remaining 
at a high level and with expenses show- 
ing little if any decrease it is hardly to 
be expected that the fire insurance com- 
panies, as a whole, will show much, if 
any, gain from their underwriting 
transactions in the past year. 


—The Old Line Life Insurance Company of America 
will have an agency rally January 12. W. E, Bilheimer 
of St. Louis will address the agents. About 200 of 
the members of the field force will be present, 
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ALBANY LEGISLATION 
Variety of Changes Proposed for New York 
Insurance Law 


AtBany N. Y., January 16.—Already a con- 
siderable number of bills relating to insurance 
have made their appearance in the legislature. 
Measures designed to amend the workmen’s 
compensation law take the lead. 

Bills amending the insurance law have been 
offered, as follows: By Assemblyman Hutch- 
inson,.chairman of the insurance committee of 
the lower House: 

Amending section 33, so as to extend the 
provision for reciprocal requirements to in- 
clude restrictions, obligations, conditions or 
penalties greater than are required in this State 
from corporations of another State. 

Amending section 52, by providing that do- 
mestic corporations must obtain the consent of 
the Insurance Superintendent to any proposed 
amendment to their charter or certificate of in- 
corporation. 

Amending section 49, by making, among other 
things, the term “agent” include adjuster. 

Amending subdivision I, section 231, by 
authorizing fraternal benefit societies to grant 
loans on certificates of membership, under spec- 
ified restrictions. 

Combining sections 181 and 182, into one 
section, renumbered 109-a, in relation to the 
execution of bonds and undertakings, and the 
issuance of certificates of solvency by the Insur- 
ance Superintendent. 

A bill introduced by Assemblyman Gray adds 
new subdivision 4, section 260, banking law, 
providing that no person engaged in business 
under the jurisdiction of the State Banking or 
Insurance Departments, and no officer or em- 
plovee of a corporation maintaining a special 
interest department, or who in any manner 
solicits savings deposits for investment, shall 
serve as trustee of a savings bank after Jan- 
uary I, 1925. 

A bill amending section 282-b, highway law, 
offered by Assemblyman Esmond, would re- 
quire every motor vehicle owner, operated on 
the highways of the State, to file with the State 
Tax Commission a personal bond, corporate 
surety bond or insurance policy of $1000. 

Assemblyman Kahan is sponsor for a hill 
adding new section 399, general business law, 
requiring the licensing and bonding of those 
engaged in checking wearing apparel, baggage 
and packages, in first-class cities, whether or 
not a charge is made. Transportation corpora- 
tions are excepted. 

These bills have been introduced by Senator 
Fearon: 

Amending section 109, insurance law, by pro- 
viding that no liability policy shall be issued 

after July 1, 1924, to a motor vehicle owner 
unless such policy contains a provision insur- 
ing the owner against liability due to negli- 
gent operation in the business of the owner, or 
otherwise, by a person under eighteen years, 
with the owner’s permission. The preponder- 
ance of legislation in the field of workmen’s 
compensation insurance is significant, and may 
be taken as an indication of the trend of public 
opinion throughout the country. 
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Bevyamin Franklin 


Horn Fanuary 17,1706 = Died April 17, 1790 


Franklin was a good business man. ‘True enough he handled a 
lot of tricky side lines like flying kites, sitting around the French 
court in his everyday clothes, and founding the Saturday Evening 


Post; but he never lost sight of the value of money. 


“If you know how to spend less than you get,” he said, 


“you have the philosopher’s stone.” 


And, 


“Gain may be temporary and uncertain, but even while 
you live, expense is certain. It is easier to build two 


chimneys than to keep one in fuel.” 


A Chimney once built must be kept in fuel. No man has a night 
to assume obligations without providing for their permanent main- 


tenance. Life Insurance provides the way this can be done. 


The Prudential 
Insurance Company of America 
Epwarp D, DuFFIELD, President 
Home Office, Newark, New Jersey 
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Commissioners Threaten Drastic Action 
(Continued from page 4) 

increased service which it is necessary for the 

agent to give. 

After a short statement to the effect that the 
investigation was proceding along desirable 
fines, Col. Dunham announced an adjournment 
until 10 o’clock Tuesday morning. Upon con- 
yening on Tuesday, the Bureau was heard from. 


Tue STATEMENT OF THE BUREAU 

Charles H. Sheldon, Western manager of the 
American Insurance Company of Newark, spoke 
for the Western Insurance Bureau. Mr. Sheldon 
had a prepared statement of considerable 
length. He started out by explaining the his- 
tory of the two great organizations which con- 
trol the insurance business in the Central West, 
namely, the Western Union and the Western 
Insurance Bureau. Mr. Sheldon gave a quite 
complete outline of the activities of these or- 
ganizations, beginning with the organization of 
the Union in 1879 and bringing out the reasons 
for the organization of the Western Insurance 
Bureau in 1910. He read into the record a 
declaration of the principles of the Bureau and 
followed that with a recital of the events which 
led up to the conference agreement, the pre- 
amble of which he also recited. He continued 
in part as follows: 


Up to this epoch in the history of the business in 
the West, the Bureau companies point to the unmis- 
takable fact that while their organization has been 
constructive at all times, the contrary has been often 
the case with the Union organization, whose desire 
for power and greed for business have many times 
prompted indulgence in unwise methods and destroy- 
ing practices. 

The joint conference agreement became operative 
as of April 6, 1912. Through the years that followed 
and up to the date cof its abrogation by the Union 
at Montreal, on September 20, 1923, the companies 
and their agents carried on the business of fire in- 
surance with increasing service to the public, unitedly 
aided our Government in the time of the great war 
through the inauguration of conservation committees 
and in other ways exercised a helpful effect upon the 
business, 

It is true there were differences in the opinions 
of the Union and Bureau memberships regarding vari- 
ous matters, but these were inconsequential and by 
no stretch of imagination could they have warranted 
the breaking down of the restraining influence of the 
conference agreement. No valid reason has_ yet 
been presented by Union for its action at Montreal, 
Canada, in abrogating this institution, but the fact 
that is was abrogated and that turmoil in our business 
has followed emphasizes in our minds the desirability 
and even the necessity for competing organizations in 
our business, operating, however, under reasonable 
and proper restraint, co-operating in every lawful way 
with beneficial results to themselves, to their agents 
and the insuring public. It is not likely that there 
can be another joint conference agreement, but this 
fact should not stand in the way of two independent 
organizations granting co-operation in a legal way and 
uniting with each other in bringing about safe and 
stable conditions in the business. 


FACILITIES OF THE BuREAU 

While there is no differential in commissions in the 
Bureau, its smaller members are assisted in the prosecu- 
tion and development of their business by co-operative 
associations under the supervision and control of the 
Bureau organization. The facilities of these subsidiaries 
are for all of the Bureau membership and enable the 
small company to participate equally with the larger 
Corporations in the benefits derived. We name these 
subsidiaries as follows: The Underwriters Adjusting 
Company, the Western Sprinklered Risk Association, 


the Western Improved Risk Association, the Western 
Inter Reinsurance Bureau, 

The spirit of good fellowship in the Bureau has 
been prominent, the smaller companies have been pro- 
tected and aided and there has never been unfriendly 
discrimination. That is in part the reason that a 
differential in commissions has never been asked and 
explains also the strong, harmonicus sentiment and 
forward looking position of the Bureau at this time. 
Many of the smaller companies have gradually been 
absorbed by their strong competitors and the salva- 
tion of those remaining is in their affiliation with an 
organization such as the Bureau. 

It will probably be conceded that too much power 
centered in any organization possesses possibilities of 
abuse that could be dangerous and destructive to the 
business, and particularly to the interests of the public, 
the agent, and the small and medium size American- 
owned and American-operated company; and the West- 
ern Insurance Bureau, as an independent organiza- 
tion, is in a position to exercise a restraining and 
stabilizing influence and protect such interests and 
prevent abuses. The Union is controlled by a com- 
paratively small coterie—due to the composition of its 
membership and interlocking interests—which makes 
it possible for a limited number, many of foreign con- 
trol, to dominate Union action and whose large ambi- 
tions are not always conducive to the best interests of 
any one except themselves, 

Thus it will be seen that not only is the Western 
Insurance Bureau desirable, but it is a necessity, to 
maintain a proper balance in the business, to prevent 
monopoly with its tendency to abuse and to promote 
and foster the development of the individual and prop- 
erly managed American company, which both the pub- 
lic and the business need. There is nothing to pre- 
vent a full measure of co-operation between the Union 
and the Western Insurance Bureau for the promo- 
tion of the best interests of the business and of all 
concerned or engaged in it, and the Western Insur- 
ance Bureau has always been ready and willing to 
give such co-operation. 


Scutn EAsteERN UNDERWRITERS STATEMENT 


The chair asked for Mr. Harding, president 
of the Union, but J. M. Thomas, chairman of 
the executive committee, answered instead, say- 
ing that he was spokesman for the Union. 

The meeting was temporarily delayed, due 
to the absence of the Bureau delegation, which, 
however, came in shortly. 

During the delay, Colonel Button asked for 
a statement from Mr. Hughes, as representing 
the South Eastern Underwriters Association. 

Although the association is only incidentally 
involved, but because of rumors of separation 
there, and because of the scope of the present 
investigation, it was asked by Colonel Button 
to make a statement. Mr. Hughes read a brief 
of the commission situation in the South. He 
showed how the organization was originally 
composed of nearly all the companies, the non- 
affliated companies being negligible. This was 
the condition when the present commission 
rules were formulated. 

Since that time, Mr. Hughes pointed out, 
the number of non-affiliated companies has 
heavily increased, making the situation as to 
commissions consequently acute. The result is 
that at the iast meeting of the organization, 
separation was held out as the only possible 
solution. 

Mr. Hughes read a letter which he has ad- 
dressed to all non-member companies, offering 
them membership and setting forth the ad- 
vantages of such membership and detailing the 
many important and constructive acts which 
have been sponsored by the association. 

It was notable that Mr. Hughes, in the 


7 


above-mentioned letter, set forth particularly 
the fact that the association has as one of its 
basic principles the establishment and main- 
tenance of uniform commissions. 

Speaking extemporaneously, Mr. Hughes 
said that he hoped the present hearing would 
be able to solve the entire commission situa- 
tion, rather than in the West only. 

Speaking only for himself and his company, 
the Insurance Company of North America, Mr. 
Hughes said that he was sorry that the Bureau 
representatives had injected the question of 
foreign companies into the controversy. He 
said that he believed the American companies 
honestly welcomed foreign competition rather 
than decried it. He further said that the for- 
eign companies co-operate quite as well, if not 
better, than the American companies. Colonel 
Button remarked with feeling that he would 
work to the best of his ability for uniform 
commissions and that he had contemplated a 
bill in Virginia which would have allowed in 
Virginia only companies which paid as high 
commissions there as in any other part of the 
United States. 


Tue Union STATEMENT 

John M. Thomas, chairman of the Union 
committee, began his statement by a brief his- 
tory of the organization of the Union and the 
reasons leading up to it. 

He recalled the conditions which held some 
years after the organization of the Union, 
when the non-affiliated companies began to 
operate and to take away the preferred classes. 
Mr. Thomas said that the situation became so 
acute that rate-wars (spoken of by Mr. 
Sheldon this morning) were necessary and had 
a wholesome effect. 

Conditions, however, soon began to get worse 
again, and in the late nineties resulted in a rule 
by the Union strictly regulating commissions 
in the Union and its agencies. This resulted in 
separation, which was very effective. Its final 
result was a season of throat-cutting among 
themselves by the non-Union companies, which 
Mr. Harding said he believed was the real cause 
of the organization of the Bureau. 

Mr. Thomas then brought out that at the 
time of the ratification of the Conference agree- 
ment in 1912 it was agreed upon by both sides 
that clear agencies should be maintained and 
that he believed both sides were sincere in that 
agreement. The impracticability of it was dem- 
onstrated by the fact that the number of mixed 
agencies constantly increased. 

Mr. Thomas denied that the Union had taken 
snap action on the matter, and gave his version 
of the sequence of events in proof thereof. 

The question of the necessity for a commis- 
sion differential on the part of the Bureau com- 
panies was taken up by Mr. Harding. He 
pointed out the relationship financially of the 
Union and Bureau membership, bringing out 
that there are many Union companies smaller 
in every particular than many of the Bureau 
companies. This, he claimed, absolutely dis- 
proves that the small companies necd a com- 
mission differential. He pointed out that there 
are many small companies in the Union that 
are thriving under its rules. 
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Sneaking for himself, Mr. Thomas said that 
separation is not, and never will be, dead so 
long as there is any company in the same agency 
with the A*tna Insurance Company which pays, 
or offers to pay, or is willing to pay more com- 
mission than the Aétna pays. 

Mr. Thomas then read into the record the 
statement of the Union committee presented at 
the trilateral last 
November. 

Speaking of the armistice on separation, now 
in effect, Mr. Thomas said that he wanted it 
clearly understood that it was signed only for 
the purpose of making possible the present con- 
ference. 


conference in Chicago 


FOREIGN QUESTION DEPRECATED 

On the question of the Americanism of the 
Union, he said that he considered the implica- 
ticns of the Bureau in respect to the motives 
and on business methods of foreign companies 
as unjustified and not pertinent at thi time. 
He said that the Union welcomed to its member- 
ship any company at all willing to subscribe to 
right business methods. 

Asked by the chair when the Bureau was in- 
formed officially of the abrogation of the con- 
ference agreement, he gave a chronological his- 
tory of the events between September 20 and 
the date of the Bureau's first action. This re- 
sulted in a promise by Mr. Sheldon to file the 
correspondence between the Union and Bureau 
respecting the abrogation of the conference 
agreement. 

Mr. Shallcross took opportunity to state the 
reasons for the abrogation at Montreal of the 
conference agreement. He said that in his efforts 
to learn of the situation in the West (with which 
he was unfamiliar) he was met on every hand 
with the statement that the conference agree- 
ment had become unworkable. He flatly denied 
that he had offered the abrogation agreement 
after conference with other foreign company 
managers. He said that in fact he had been in 
conference, but with American company execu- 
tives rather than foreign. 

In closing, Mr. Shallcross that he 
wanted to state that he only happened to be a 
mouthpiece in offering the abrogation agree- 
ment. 

Mr. Sheldon made a 
adjournment was called. 


said 


final statement before 


ADJOURNMENT TO CHICAGO 

The hearing will be continued in Chicago at 
the La Salle hotel, at 2 o’clock Monday after- 
noon next. This was done by unanimous reso- 
lution of the committee. If at that time a 
voluntary agreement is not reached, the com- 
mittee will endeavor to promulgate a ruling 
which will be enforceable in respect to the 
break between the Union and The 
latter part of the resolution read as follows: 


Bureau. 


4 it will call a conference 
of all of the Insurance Commissioners in the 
Western territory to meet with the Western 
Insurance Bureau, the Union, the non-affiliated 
companies and others interested, for the purpose 
of assisting those involved in coming to an 
agreement on the issues before them. In the 


event of the failure of a voluntary agreement 
being reached, the committee proposes to assist 








the commissioners of that territory in promul- 
gating a uniform, enforceable order that will 
eliminate the disturbance in that immediate 
territory. 


OHIO FARMERS AGENTS MEET 
Hold Thirty-Third Annual Gathering at 
Le Roy—President F. H. Hawley 
Delivers Opening Address—Sales 
Symposium Carried Out 
The Ohio Agents Association of 
Ohio held its thirty-third annual meeting in 
LeRoy, on Tuesday and Wednesday of this 
present week, practically all of that State’s rep- 
resentatives of the Ohio Insurance 
Company attending the gathering. The 
vention, which was held in the home office, was 
opened by President I. H.*Hawley, who de- 
livered a spech of welcome and outlined the 


Farmers 


Farmers 
con- 


success of the past year and the hopes of the 
company for 1924. 

Cliff C. Corry, president of the Agents Asso- 
ciation, responded to the talk of President 
Hawley, and, after the reading of the minutes 
of the meting, a prearranged sales 
symposium was carried out. The theme of this 
Can I Reduce My Over- 
developed along the lines 


last 


feature was, “How 
head?” and it was 
of rent insurance, explosion covers and_ hail 
protection, the topics being handled, in the order 
named, by Ed. Green, A. A. Hammersmith, 
and J. C. Spencer. Agent Carl F. Duerr spoke 
on “My Method,” and gave practical examples 
of his experience in the field. The Ivy trophy 
was awarded on the first day of the sessions, 
and the dinner in the evening was followed by 
a dance at the Westfield Inn. 

The second day witnessed the election of 
officers for the coming year and the annual 
meeting of the Ohio Farmers Insurance Com- 
pany; the introduction of officers of the Ohio 
Farmers Association of other States closing 
the meeting. 
selves as entirely satisfied with the results of 


Company officials expressed them- 


the sessions and stated that the gathering was 
one of the most successful in the history of the 
company. 


New Rates Filed for Indianapolis 
New fire 
fire 


Inp., January 14. 
old 


INDIANAPOLIS, 


insurance rates which standard, line 
insurance companies agreed to put into effect 
in Indianapolis January 1 as the result of the 
action of the State Insurance Department in 
the the and man- 
ufacturers’ insurance bureau, the city of In- 
rates 


Class 2 


petition of merchants’ 


dianapolis and others to have Class 14 
put into effect in 
rates have been filed with the State depart- 
ment and mect with the approval of the depart- 
ment, Thomas S. McMurray, Jr., State In- 
surance Commissioner, has announced. 

The rates, it has been estimated, will reduce 
the total of fire insurance rates from $75,000 
to $100,000 a year on mercantile buildings and 


place of present 


contents, principally. Other classes of in- 
surance risks are not affected by the change, 
it was said, although John W. Williams, 


director of the merchants’ and manufacturers’ 
bureau, says the dwelling and apartment house 
also should be reduced. McMurray 


rates 


_rates on buildings about 5 


estimated that the new rates will reduce the 
5 per cent, and on 

contents about 3 per cent. 
The Indiana inspection bureau, which is the 
organization of the companies, filed the new 
schedules in compliance with the agreement, 





Another Mutual Being Organized 

Srurrcart, Ark., January 12.—An insurance 
company composed of all local men has been 
granted a charter in Little Rock. The new 
company will operate under the name of the 
Hardware and Furniture Dealers Mutual In- 
surance Company, with general offices in Stutt- 
gart. The oficers of the new company are: 
R. Conn, president; W. H. Keller, vice-presj- 
dent, and O. M. Young, secretary. The directors 
comprise R. Conn, J. E. Young, F. E. Erstine, 
V. G. Barnett, Robert Saenger, W. H. Keller, 
O. M. Young, J. C. Brummitt, H. FE. Kyler 
and L. K It is the object of this 
mutual corporation to begin business at once. 


Buerkle. 


Insurance Companies Not Liable for 
Smyrna Blaze 

A Paris court, convened on January 9, has 
decided that insurance companies are not liable 
for any share of the losses sustained in the 
burning of Smyrna by the Turkish forces in 
September, 1922. The authorities handed down 
the opinion that the conflagration in the city 
was a direct consequence of the war between 
the Greeks and the Turks, and that, therefore, 
no claims under fire insurance policies could be 
lodged against the companies for any losses 
resulting to property owners. 

Merchants of Rhode Island Granted 

Certificate 

Provipence, R. I., January 12.—The Mer- 
chants Insurance Co. of Providence, which has 
been in liquidation since 1900, reorganized in 
December, 1923, and was granted certificate of 
Rhode Island Insurance Com- 
mission today. The capital paid in as of Jan- 
uary 7 was $151,993, with an equal contribution 

Tt will write fire, lighting, sprinkler 
tornado, windstorm, explosion, civil 


compliance by 


to surplus 
leakage, 
commotion. 


Organizes New Mutuals 

MALveRN, ArK., January 12.—Former Sheriff 
Daniel S. Bray has announced the organization 
of the Farmers Mutual Life Insurance Com- 
pany and the FFarmers Mutual Fire Insurance 
Company, which companies have recently been 
organized in Malvern, and have been approved 
by the State Insurance Department, and Mr. 
Bray is now taking applications for insurance. 


Atlantic Life Meeting 

RicuMonp, Va., January 12.—The “Aces’ 
Convention,” composed of agents of the Atlantic 
Life of Richmond, who paid for in excess of 
$125,000 new business during 1923, will be held 
in Richmond on January 16, 17 and 18, 1924. 
The company announces that Dr. Griffin M. 
Lovelace of the New York University’s School 
of Life Insurance will be present and deliver 
an address. 
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GEORGE G. BULKLEY 
MADE PRESIDENT 





Springfield Fire & Marine Elects Him 
to Succeed the Late A. Willard 
Damon 


WALTER B. CRUTTENDEN BECOMES 
VICE-PRESIDENT 
Monthly Meeting of Directors Also Names 
John W. C. Brand to Fill Vacancy on 
Board—Records of New Execu- 
tives Given 

The directors of the Springtield Fire & 
Marine Insurance Company, Springfield, Mass., 
held their regular monthly meeting at the home 
office on Monday of this week and elected 
George G. Bulkley, formerly vice-president in 
charge of underwriting, as president, to succeed 
the late A. Willard Damon, whose death re- 
cently brought grief to insurance circles every- 
where. Walter B. Cruttenden was made vice- 
president to fill the place vacated by the promo- 
tion of Mr. Bulkley, and John W. C. Brand, 
treasurer of the Springfield Institute for 
Savings, was named for the opening, which had 
been left on the board of directors. 

The new president of the Springfield Fire & 
Marine is a man who has been identified with 
the business for many years. Mr. Bulkley was 
born in 1871 at Rocky Hill, Conn., and received 
his education in the public schools of Hartford. 
He is directly descended from two of the 
earliest and most prominent Massachusetts 
settlers, namely, Rev. Peter B. Concord and 
Edmund Freeman of Sandwich. Turning, in 
1897, to the calling in which he was to achieve 
distinction, Mr. Bulkley began his insurance 
career as a clerk in the office of the Orient of 
Hartford. Remaining in this post until Jan- 
uary, 1902, he was then appointed special agent 
for the London & Lancashire and the Orient, 
and served in the middle department, with head- 
quarters at Lancaster, Penna., for five years. 
Following this, in October, 1906, he went to 





GrorcGE G. BULKLEY 
President, Springfield Fire and Marine Insur- 
ance Company 


Hartford to take care of the Western New 
England field for the same principals. When 
EK. H. Hildreth was elected assistant secretary 
of the Springfield Fire & Marine in tort, Mr. 
Bulkley was called to take his place in. the field, 
becoming special agent for the company. His 
underwriting experience, gained in the Middle 
States, had well fitted him for the work in 
which he now became engaged, and in 1912 he 
was elected assistant secretary. This was fol- 
lowed by his rise to the post of second vice- 
president in February, 1917, and in 1919 he 
was made vice-president. His election to the 
presidency of the Springfield Fire & Marine is 
dated January 14, 1924. 

Walter B. Cruttenden, who succeeds Mr. 
Bulkley as vice-president of the organization, 
was born in Madison, Conn., and, after being 
educated in the public schools of that city, at- 
tended Hill House High at New Haven. 
Matriculating at Yale University, he graduated 
in 1894, and in 1896 received his LL.B. from 
the law department. Being admitted to the 
Connecticut bar in that year he acquired fur- 
ther honors and in 1897 his Alma Mater con- 
ferred the degree of M.L. on him. After 
actively practicing law for two and a half years 
in New Haven, he entered the home office of the 
National Fire of Hartford and worked there 
and in the Western New England field until 
June, 1912, then becoming special agent for the 
Springfield Fire & Marine in the same section. 
He was elected assistant secretary of the com- 
pany in March, t919, and has held that post 
consistently until his promotion to the vice- 
presidency on Monday of this week. 


Richmond Fire Rates Revised 

RICHMOND, VA., January 14.—Richmond 
local agents received notice Monday that auto- 
mobile fire rates for that city had been revised. 
Theft rates were revised downward several 
months ago. While there are a number of 
changes in the fire tariffs, some higher and 
some lower on different makes of cars, the aver- 
age rate for the city is practically unaffected by 
the new schedules. 





Watter B. CRUTTENDEN 
Vice-President, Springfield Fire and Marine 
Insurance Company 
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MONTREAL MEETING 
EXPLAINED 


Cecil F. Shallcross Sends Out Letter 
Giving Agents an Insight into 
Western Union’s Decision 








DISCUSSES CONFERENCE AGREE- 
MENT 





States Reasons for Action Taken and Hints 
Threat of State Supervision Unless 
Difficulties Are Smoothed in 
the Near Future 

The meeting in Montreal, Canada, at which 
the Western Union decided to abrogate its con- 
ference agreement with the Western Insurance 
Bureau, has caused much speculation and no 
little feeling in many quarters. With a view 
to giving the agents of the companies with which 
he is connected the facts in the matter, Cecil 
F. Shallcross, United States manager of the 
North British and Mercantile, and president of 
the Commonwealth, the Pennsylvania Fire and 
the Mercantile, has sent out a letter under date 
of January 7 in which he explains the steps that 
led up to the disagreement. 

After calling attention to the factor of com- 
missions as they existed in the early days of the 
Union, Mr. Shallcross, in his letter, discussed 
the report submitted at the Montreal gathering 
and then stated: 

After giving this early history of the Union, 
the report went on to state in some detail many 
of the unsatisfactory conditions existing at the 
present time in relation to commfssions and 
other agency matters, and then took up the sub- 
ject of the conference agreement with the West- 
ern Insurance Bureau. On this subject the gov- 
erning committee stated its feeling that as at 
present operated the conference agreement was 
not conducive to the best interests of either the 
Union or the Western Insurance Bureau for 
the following reasons, among others: ; 

“(a) Because the legislation of the Union 
was subject to veto by the Bureau, thus defeat- 
ing the work of the majority by the vote of 
a small minority. (Union companies write about 
75 per cent of the premiums in Union territory 
and of the agents representing Union companies 
only about 25 per cent also’represent non-Union 
companies. ) ; 

“(b) Because a differential in commissions 
in any organization or in either of two working 
in close agreement was not conducive to morale 
and destroyed confidence in each other.” 

With these views in mind, the governing com- 
mittee urged the members of the Union to con- 
sider carefully any proposed legislation and not 
to adopt new requirements unless prepared to 
enforce same without the concurrence and sup- 
port of the Bureau. 

After discussion of a number of other sub- 
jects another point of difference arose where 
the Bureau declined to co-operate with the Union 
in carrying out the establishment of a loss ad- 
justment bureau in Chicago. The committee 
in charge reported, it appeared, that the Union 
and the Western Insurance Bureau could not 
agree on a plan for such a loss adjustment 
bureau. 

The hiatus which was constantly being 
widened between the Union and the Bureau 
came in for special comment from Mr. Shall- 
cross, who pointed out the causes and procedures 
and then said: 

(Continued on page 13) 
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ADVERTISING MEN MEET 





Plans for London Conference Being 
Formed 





REPORT 117 MEMBERS 





Organization in Excellent Shape—Phoenix 
Mutual Offers Trophy 

A meeting of the executive committee and 
standing committee chairmen of the Insurance 
Advertising Conference took place on Friday, 
January 11, in the Directors’ Room of the 
North British and Mercantile Insurance Com- 
pany, 76 William street, New York. 

Leon Soper, president of the conference, 
called the meeting to order at 10:30 a. m. with 
the following members present: Leon Soper, 
president; Edward A. Collins, secretary; John 
W. Longnecker, treasurer; R. L. Clark, S. C. 
Doolittle, Clifford Elvins, Luther B. Little, C. 
S. S. Miller, J. G. Mays, Clarence A. Palmer, 
A. H. Reddall, William F. Roehrer, Jr., E. L. 
Sullivan, H. E. Taylor, Harry W. Warner, 
Stanley F. Withe and W. W. Ellis. 

The reports of the various committees were 
first on the program. Mr. Miller, chairman 
of the membership committee, reported that 
there are at present 117 members of the con- 
ference. This good showing, of course, is 
chiefly due to the untiring industry of the com- 
mittee, but it is significant that a great num- 
ber of applications have been received unso- 
licited. 

Mr. Reddall, as chairman of the program 
committee, is just now working intensively on 
the program for the London Meeting of the 
Advertising Clubs of the World, to which the 
Insurance Advertising Conference will send a 
representative and, it is hoped, a large delega- 
tion of its members. 

The conference is to send an insurance ad- 
vertising exhibit to England similar to the one 
put up in St. Louis. The English insurance 
men are being urged to contribute to this. After 
the meeting the exhibits will change hands, each 
country keeping the exhibit of the other. 

Messrs. Reddall and Miller are making efforts 
through Harold Vernon, Vincent Lewis and 
others in England to bring about the selection 
of an insurance speaker on the general ses- 
sions program. Mr. Reddall brought out the 
fact that added to the conference sessions in 
London, meetings will be held each morning 
during the voyage. 

Plans for the trip to London were discussed. 
It was announced that reservations may be had 
upon either the United States Liner “Republic,” 
which will be the official ship, or the “Levia- 
than,” which will sail a few days later. 

Mr. Miller reported for the committee on 
the trophy presented by the Phoenix Mutual 
Life of Hartford and known as the Insurance 
Advertising Trophy. This will be in the form 
of a silver cup and will be awarded by the 
decision of three competent judges (to be 
selected) to the Conference Member Insurance 
Company producing the most meritorious ad- 
Vertising effort during the eighteen months pre- 
vious to May 1, when the competition will close. 
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NEW YORK BOARD OF UNDERWRITERS 
Douglas F. Cox Heads Organization Upon 
Retirement of President Cornelius 
Eldert—Latter Had Served Insur- 
ance Bodies for Thirty Years 

The fourth annual meeting of the Board of 
Underwriters of New York, the marine group, 
was held last week in the board rooms at 56 
Beaver street, that city, for the purpose of 
receiving the reports of the officers and elect- 
ing a new executive personnel. All the mem- 
bers wished to retain President Cornelius 
Eldert, who acted as chairman of the gathering, 
in his post as head of the organization; but 
he, pleading the recognized fact that he has 
served the board and its predecessors for over 
thirty years, asked to be allowed to retire. In 
the ensuing election of officers, Douglas F. Cox, 
of Appleton & Cox, was made president; Henry 
Bird, of Talbot, Bird & Company, was re- 
elected vice-president ; Henry H. Reed, of Platt, 
Fuller & Company, again became secretary, 
and Frank H. Cauty was elected treasurer in 
place of Walter D. Despard, whose death oc- 
cured recently. 

F. H. Cauty and G. B. Ogden, their terms 
having expired, were re-elected as directors for 
three years, and in addition Cornelius Eldert 
was made a director for a like period. To 
succeed Douglas F. Cox, who becomes presi- 
dent, C. R. Ebert was elected a director for 
one year. Standing committees of the Board 
of Underwriters of New York will be appointed 
by the president later on. Before adjournment 
the appointment of a special committee was 
authorized to prepare resolutions of apprecia- 
tion which will be tendered to Retiring-Presi- 
dent Eldert in recognition of his long and 
valuable service. 


LEGISLATION IN VIRGINIA 
State Funds for State Fire Insurance Con- 
templated 

In a summary of the report of the Virginia 
Commission on Simplification of State Govern- 
ment read to the Virginia General Assembly 
last week, it was recommended by the com- 
mission that the Legislature pass laws creating 
State funds for the purpose of insuring State 
property against fire and for providing com- 
pensation insurance to State employees. The 
full report itself has not yet been released by 
the printers. 

Representative C. R. Warren of Pittsylvania 
county announced that he would introduce bills 
creating the two funds. 

On Friday the Legislative committee of the 
Virginia Association of Insurance Agents held 
a meeting at the Jefferson Hotel, in Richmond. 
The sessions were executive, but it is well 
known that the Virginia association, through 
its Legislative committee, is planning to fight 
both measures. 

It is understood that an effort will also be 
made to put through a standard policy law; 
this brought Messrs C. J. Doyle and Frank 
Robertson, associate counsel of the National 
Board of Fire Underwriters, to Richmond last 
week. Fire interests in Virginia have favored 
the passage of such a law for some time. 
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NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


ae STAVU S$ B. HOLT, Special Agt 


JOSEPH W. BECK, Special Agent | 
i 2 Kilby Street, Boston, Mass, 


56 Richton Sve. Detroit, Mich. | 
| 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. £. RAY, Special Ageut 
Terre Haute, Ind. 


! 
i 
| ERIK LINDSKOG Special Agent 


C. C. CRANDALL, Special Agent 
7 W. Lake St., Minneapolis, Minn 


Cambridge Springs, Penn. 
RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 











UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE GOMPANY 
31 SOUTH GILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 











INSURANCE = GENERAL CASUALTY 


and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


ELMER H.DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, Mich. 


2 GE NERAL < S 


“SY CASUALTY fi 


i aN Dp 


Ry j 




















newt ceident 


] ASSURANCE CORPORATION, Ltd. 


or RICHA2DSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT sts 
PHILADELPHIA 


















ACTUAL MARKET VALUES USED FORALLSECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 

$2,250,000.00 
4,436,386.20 
6,686,386.20 

15,690,687.21 
WESTERN DEPARTMENT 

NEAL BASSETT, Pres. & Mgr. 

WELLS T. . BASSETT, Sec’y & 


- Mana xt 
CHICAGO, I 


Cash Capital, 
Net Surplus, a 
Surplus to Policyholders, 
Total Assets, . 
EASTERN DEPARTMENT 
NEAL BASSETT, President 
JOHN KAY, Vice-Pres. & Treas. 


A. H. HASSINGER, Secretary 
NEWARK, N. J. 














EVERY INSURANCE MAN | 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to May I, 1924, for $2.00 


Write tor Application Blank 





H. E. REX, Sec’y-Treas. DES MOINES, IOWA 














Great American 
Insurance Company 


New Dork 


Choose Choose 
Your INCORPORATED - 1872 Your 
Cempany Company 


eee ho gel 1.1923 


$12,500,000.00 


RESER RVE FOR ALL OTHER LIABILITIES 


19,816 7.87 


T sURPLU 


13,01 7,077. 35S 
45,333,495.22 


LOSSES PAID POLICYHOLDERS 


$143,654,333.86 


AFTER LIBERALLY PROVIDING FOR ALL RESERVES THE 
SURPLUS FOR THE PROTECTION OF POLICYHOLDERS IS 


$25,517,077.35 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
WALTER H. SAGE, Gen’I Mgr. GEORGE H. TYSON, Gen’! Agent 
W. L. LERCH, Manager Sansome Street 
76 West Monroe St., Chicago, Ill. San Francisco, California 
Boston Office Marine Department 
ROGERS & HOWES, Managers WM.H.McGEE & CO., Gen’! Agts. 
4 Liberty Square, Boston, Mass. 15 William Street, New York City 
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Montreal Meeting Explained 


(Continued from page 9) 

Finally the sentiment crystallized into a feel- 
ing that the agreement should be abrogated and 
when members again assembled in the meeting 
the following resolution was offered: 

“Whereas, It is the sense of this meeting that 
any advantages accruing to members of the 
Western Union through the maintenance of the 
conference agreement with the Western Insur- 
ance Bureau are more than offset by the disad- 
vantages thereof to the Union companies, he it 

“Resolved as mandatory: That the confer- 
ence committee is hereby requested to abrogate 
such agreement in accordance with the pro- 
visions thereof, said abrogation to be effective 
not later than December 31, 1923, and that the 
members of the Western Insurance Bureau be 
invited to become members of the Western 
Union.” 

Th sentiment in favor of abrogation of the 
conference agreement was overwhelming. No 
dissenting voice was raised either while the reso- 
lution was before the meeting or ‘in voting 
thereon. It was adopted unanimously (121 
companies being represented) and great ap- 
plause followed. 


OKLAHOMA INSURANCE BOARD MEETS 
Changes Made in Premium Rates—Thirty 
Agencies Report Business Approx- 
imating $2,000,000 
OKLAHOMA City, OKLA., January 12.—At a 
meeting of the Oklahoma State Insurance 
Board, held here on Tuesday, the premium rate 
referred to in agency rule No. 3 was changed 
The legal 
rate in Oklahoma is 6 per cent, with a maximum 
of 10 per cent. The this 
change was made by John T. Hamill, secretary, 


from 6 per cent to the legal rate. 
announcement of 


commissioner, at a 
meeting of the Insurance Clearing House of 
Oklahoma City, Friday noon, In the report 
of the Clearing House officials, it was revealed 
that 45 out of the 65 agencies of the city had 
become members during the one month of the 
Thirty of the 
forty-five report business for 1923 amounting 
Jasing their estimates upon this 
figure, the officials believe that a total of two 
million dollars was realized here, as several of 
failed to This 
estimate is direct and absolutely exclusive of 


and F. E. Young, acting 


existence of the organization. 


to $950,000, 


the largest agencies report. 
agents or brokers. 

John T. Hamill, secretary of the Oklahoma 
State Insurance Board, left Tuesday for Chi- 
cago and New York on a tour of investigation 
as to the advisability of 
men’s compensation rate to 21.1 per cent. This 
increase was requested by the companies. 


increasing the work- 














FIRE INSURANCE TOPICS 
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NEW YORK SURVEYS 
Replacement Insurance. 


regard to this form of insurance, which clearly 


The agitation in 


shows that its acceptance by the companies is 
not viewed with a feeling of complacency, has 
ought to be 


about it another element which 


carefully considered. The placing, for instance, 
of a large amount of insurance in any one lo- 
cality in the event of a conflagration means an 
increased payment for losses without the cor 
responding contribution to the insurance fund 
having been made for this form of loss. This, 
undoubtedly, would be unjust to those who had 
contributed and built up the funds by means of 
payments for straight fire losses. 

It would seem that this feature of the matter 
ought to be carefully considered before any one 
city is allowed to pile up a large liability in it. 

The Insurance Institute of America.—The 
mest important development in connection with 
the Institute is the fact that during the present 
month a new society will be organized at Cleve- 
land, Ohio, for the purpose of taking up the 
student courses. The initial meeting has been 
held and a meeting for organization will take 
place within a few days and as soon thereafter 
as nossible, practically immediately, the lectures 
will begin. 

The Insurance Society.—In 
with the lecture work of the Society, some of 


connection 


the classes are small, but this is not detracting 
These classes are not con- 
the larger 


from their interest. 
ducted in the formal manner of 
classes, but the lecturer sits at the table with 
the students around it and in a more free and 
off-hand manner tie subject is discussed. While 
numbers are desirable, they are not necessary to 
the holding of very interesting class sessions. 
That very feature of getting the 
students to ask questions is apparently easier 


desirable 


to accomplish in these small groups than in the 
large ones. 

The Floater.—Every branch of insurance 
develops its own phase of moral hazard, and 
the Street has learned within a brief time that 
some people are specializing in this form. The 
plan seems to have been to choose an occasion 
where there was a serious loss in which this 


type of insurance might be involved, as the 


-ock of a steamer, the burning of a hotel, etc. 
These furnish opportunities for slipping claims 
through that are not present in the normal 
conduct of loss adjustments. But, after all, 
these tricks have a limited run, and, once dis- 
covered, that source of moral leakage is stopped 
and the business goes on its way until a new 


one is invented. 


BOSTON AND VICINITY 
William Levis Heads Exchange.—At the 
annual meeting of the New I‘ngland Insurance 
I’xchange the following officers were elected to 
hold office for two years: President, William 
Levis, Fire Association; 2nd vice-president, H. 
J}. Hill, American Alliance ; executive committee, 


T. F. Buchanan, Atlas; J. H. Campbell, Hart- 
ford, and C. W. Elwell, Commercial Union. 
Those clected for active membership were: 


John Hastie, special agent, Home; John M. 
Van Buren, special agent, American Eagle, and 
George N. McCoy, Jr., special agent, Capital. 
John J. Downey, formerly of the Massachu- 
setts Fire and Marine; F. A. Christensen of the 
American Eagle, and E. H. Hornbostel of the 
Fuso Marine and Fire were elected to honorary 
membership. The reports of the various de- 
partments showed the Exchange to be func 
tioning efficiently, and its new quarters was 
pointed to as one of the most important events 
of the 
leading towards greater efficiency. 

Aetna Makes Transfer.— Announcement is 
made by the A¢tna Fire of the transfer of Rich- 
ard K. Ives, special agent for New Hampshire 


year and as a decided improvement, 


and Vermont, to Boston, where he will assist 
W. A. Boutell in handling the important East- 


ern Massachusetts and Rhode Island territory 


for the Aftna and the new World Fire and 
Marine. 
Legislative Developments. — Legislative 


bills filed at the State House during the first 
week of the sessions of the General Court include 
a measure to incorporate the recommendation of 
increase the 


the Insurance Commissioner to 


brokerage fees from $10 to $25. Other recom- 


mendations of the Commissioner, made for the 


purpose of clarifying, rather than changing 


radically, the statutes, have also been filed. 








FIRE AND ALLIED LINES 
REINSURANCE ONLY 





CEDAR RAPIDS ,IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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GUARANTEE FUND 


LIFE 
ASSOCIATION 


OMAHA, NEBRASKA 


ORGANIZED*“1901 


Twenty-two Years of Progress and Service 


Actual Figures From Our Twenty-second Annual Statement January Ist, 1924 


Insurance in force January Ist, 1924................. $151,873,500.00| 
Growth 
Insurance in force January Ist, 1923................ 143,395,500.00/ 
Death Losses paid since organization (22 years)...... 5,684,014.46 
Strength 
Admitted Assets accumulated....................... 6,996,477.97 
Death Losses paid in 1923 ($7.49 per $1,000 at risk).... 912,774.21 Safety 
Surplus Funds increased in 1923..................... 831,979.31 Margin 
Average rate of interest earned 1923.................. 5.87 
: Careful 
Pmterest collected i 1923... 5 ooo. eck cece 336,516.29 thane 
NONE 


NT ere 


5 a re ree 100% | Selected 
597 | Risks 
v7 /( 


pg =. 5 a ee ae 


OMAHA REFERENCES 
Omaha National Bank 


Peters National Bank 


First National Bank 
United States National Bank 


ATTRACTIVE CONTRACTS TO SALESMEN OF ABILITY ARE AVAILABLE IN 
TWENTY=THREE STATES. NEW TERRITORY NOW OPENING 


WRITE F. A. HICKS, SUPERINTENDENT OF AGENTS FOR PARTICULARS 
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JOHN R. HARDIN 


PRESIDENT, THE Mutuat BeENeFiT LiFE INSURANCE COMPANY OF 
NEwARK, NEw JERSEY 


Supplement to THE Spectator, January 17, 1924 
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ELECT JOHN R. HARDIN 


Mutual Benefit’s New Head Long a 
Director 


IS WELL-KNOWN LAWYER 


No Changes in Personnel of Company’s 
Official Staff Result from Change 

At a meeting of the board of directors of the 
Mutual Benefit Life Insurance Company held 
last week, John R. Hardin was elected presi- 
dent of the company to succeed the late Fred- 
erick Frelinghuysen. Mr. Hardin has been a 
director of the company for nearly twenty 
years, having been elected to the board in 1905. 
Mr. Hardin is a member of the legal firm of 
Pitney, Hardin & Skinner, general counsel 
to the company since I9QI4. 

Mr. Hardin was born in Sussex County, N. J., 
in 186o and was educated at Princeton Univer- 
sity, graduating from that institution in 1880. 
He subsequently studied law and was admitted 
to the New Jersey bar in 1884. He became a 
resident of Newark and one of its most promi- 
nent lawyers. He has declined several attrac- 
tive offers to serve on the bench, preferring to 
retain his private practice. 

Mr. Hardin has been active in public life, 
having served in the State legislature, and fig- 
ured prominently in the affairs of Newark. He 
was for many years president of the Newark 
Sinking Fund Commission, where he was 
actively associated with Mr. Frelinghuysen, who 
was its treasurer. He has been a member of 
the Essex County Park Commission for over 
twenty years. He was also chairman of the sec- 
ond Red Cross campaign of Newark. He is 
a member of the American Bar Association and 
of the New Jersey State Bar Association, be- 
ing at one time president of the latter organiza- 
tion. 

Mr. Hardin is a director of the American 
Insurance Company of Newark and of the Na- 
tional Newark and Essex Banking Company. 

An excellent portrait of President Hardin is 
presented as a supplement with this issue of 
THE SPECTATOR. 

In a letter to the agents of the company, 
Edward E. Rhodes, vice-president, says: 

Mr. Hardin is widely known as a dynamic 
and forceful executive, who has attained his 
many successes through his own efforts and be- 
cause of his outstanding merit. Mr. Hardin’s 
election as president is assurance that the con- 
servative policies of the company, which have 
made it so distinguished, will be continued. 
His outstanding character and his familiarity 
with the affairs of the Mutual Benefit augur 
well for its future. 


Increase by Southeastern Life 

The Southeastern Life Insurance Company 
of Greenville, South Carolina, reports the 
largest production of paid business in 1923 of 
any year in its eighteen years’ history, the in- 
crease over the production in 1922 being fifty- 
four per cent. 

A number of general agency appointments 
have recently been made by the Southeastern 
in North Carolina and Florida. 





General Agency Results 
Charles Jerome Edwards, Brooklyn, N. Y. 
(Equitable Life, N. Y.): 1923, $22,824,100; 
1922, $18,266,270; 1921, $15,073,780; 1920, 
$15,801,478; 1919, $11,943,434. These figures 
exclude group insurance. Quota of agency for 


1924, $26,500,000. 
Wm. J. Keating, Minneapolis (Equitable 
Life, N. Y.): 1923 business exceeded that of 


1920 by $280,000. 

W. T. Gage, Detroit (Northwestern Mutual 
Life) : 1923, $8,709,050; 1922, $7,449,400; 1921, 
$6,305,250; 1920, $8,556,395; 1919, $6,400,000 

Lewin & Baker, Inc., Los Angeles, Cal. 
(various companies) : 1923, $7,242,200; increase 
over 1922, about $2,000,000. 

Reichert, New York (Travelers) : 
1923, $4,162,500. 

Floyd E. DeGroat, Boston (Mutual Benefit 
1923, $4,800,000. 

Lee & Lee, Dallas, Tex. (Union Central 
Life): 1923, $3,554,032; 1922, $3,231,621; 
1921, $3,071,643; 1920, $5,463,454; 919, 
$4,173,547. 

Geo. M. Hope & Co., Atlanta (National Life, 
Montpelier) : 1923, $1,585,191; 1922, $1,392,800. 

Jno. I. D. Bristol, New York (Northwestern 
Mutual Life) : 1923, about $31,000,000 (includ- 
ing business declined by the Northwestern and 
piaced by agents in other companies; also sur- 


Louis 


Life): 


plus lines over Northwestern’s limits, placed 
with other companies). 

O. D. “apowie San Antonio, Tex. (Lincoln 
National) : 1923, $5,702,600. 

H. G. sana Los Angeles, Cal. (Lincoln 
National) : 1923, $5,644,800. 

Otis FE. Logan, Indianapolis (Provident 


Mutual Life): 1923, $861,379; 1922, $954,500; 
1921, $798,110; 1920, $1,354,250. 
Hugh M. Willett, Atlanta 
Life) : 1923, $2,050,722; 
$1,868,203; 1920, $4,213,950; 
Johnston and Clark, Detroit (Mutual Benefit 
Life), 1923, more than $21,000,000; 1922, 
$17,402,000; 1920, $18,629,000; 1919, $15,863,000. 
Potter, Des Moines (Mutual 
1923, $1,226,500; 1922, $998,000; 
1920, $368,000; 1919, $2G9,500. 


(Penn Mutual 
1922, $1,375,820; 1921, 


1919, $4,045,016. 


Perey ~ £. 
Benefit Life) : 
1921, $553,500; 


SOUTHEASTERN LIFE REDUCES 
RATES 
Announces Many New Policies on 314 Per 
Cent Reserve Basis 

The Southeastern Life Insurance Company 
of Greenville, South Carolina, has issued a new 
rate book containing a number of new policy 
forms in addition to those previously issued. 
Among the new policy forms are: 20 payment 
retirement inconie at age 60, 20 payment retire- 
ment income at age 65, 20 payment endowment 
at age 60, 20 payment endowment at age 65, 
retirement income at age 60 (continuous pre- 
miums), retiremnt income at age 65 (continuous 
premiums). 

The new rates are greatly reduced from 
those previously effective. On the ordinary life 
and twenty payment life plans the new rates 


at age 35 are: Ordinary life, $21.52; twenty 
payment life, $209.64. 


Policy provisions have been completely re- 
vised and are modern in every respect, being 
free from military or naval restrictions, and 
carrying a trust fund and surplus interest 
clause under which the company has already 
paid 534 per cent to monthly income benefi- 
ciaries for the year 1923. 

Journal of the Institute of Actuaries 

No 282 of the Journal of the Institute of 
Actuaries, being Vol. LIV, Part III, dated 
November, 1923, has been issued by Charles and 
Edwin Layton. 

Among the topics treated in this number are 
Local Government and Other Officers’ Super- 
annuation Act, 1922; Mortality of Annuitants, 
1900-1920; Further Notes on the Mortality 
Experienced by Life Tenants Under Rever- 
sions; Legal Notes; Reviews of Statistical 
Methods; Chance and Error; Nature and Pur- 
pose of the Measurement of Social Phenomena; 
Guide to Current Official Statistics; Interpola- 
tion Formulas; Factorial Moments and Dis- 
continuous Frequency Functions; Tracts for 
Computers, and a Short Course on Interpola- 
tion. There are also Examination Papers, May, 
1923; proceedings of the Institute, and other in- 
teresting data. No. 282 of the Journal may be 
procured from The Spectator Company at $2.50 
per copy. 





Extracts from the Statements of Life Companies for 1923 


Thelfollowing figures from the statement of life, 
from returns made direct to THE SPECTATOR 


Total 
NAME AND LOCATION OF COMPANY Income 
Cedar Rapids Life, Cedar Rapids, Ia.... $542,823 
Commercial Life, Kansas City, Mo 84,537 
Continental Life, Toronto, C aso teats: 935,699 
Detroit Life, Detroit; Mich............- 71,410,515 
Guarantee Fund, Omaha, Neb........ 2 ,881,283 
Federal Union, Cincinnati, O............ 661,228 
Guaranty Life, Davenport, Ia......... 893,931 


Davenport, Ia... 
Boise, Ida. “Ke 


Idaho State, Sian ie 
L, ondon, 7 ea 


London Life, 


ae 6,569,819 


Manhattan Life, New Vork......cccccccce sesasces 


Methodist Ministers, Boston............ 3 113,231 
Minnesota Mutual, St. Paul......... @ sttareiotere 
Mutual Benefit, New | ee ou kp eee Sapte 
National Guz urdiz an, Madison, Wis......... 841,281 
Rockford Life, Roc kford, Ill. a hvac whe 402 447 
Southwestern Life, Dallas. ........0.ese0- 4,536,499 


United States, New York........ccccccecs 


+ Premium income. 


Is 


* Includes capital. 


a Ordinary insurance. 


insurance companies, covering the year 1923, have been compiled 


Paid for *Surplus 
Insurance Insurance Admitted to Policy- 
Written Gained Assets holders 
$2,385,325 $535,651 $2,021,488 $229,805 
955,500 254,000 73,994 67 "164 
5,328,136 1,358,686 3,969,383 468,285 
19,871,000 11,000,000 2'293'000 —Stéi«‘ax Nw 
27,105,000 8,478,000 6,996,478 5,272,452 
ae. eee 1,500,013 280,544 
6,725,089 2,966,406 2 430,772 160,694 
4,507,812 ieee 6=3—hlésé=é=é#e?n”ww. dmeewe “Segue 
{ 225,548,513 20,789,050 23 ,074,169 1,018,966 
\ b19, 201,194 

75,957,059 GESGSTE co sccseis 1,366,600 
247,500 14,941 420,507 35,716 
27,000,000 10 623 102 11 430,171 876,185 
ESO ce ee SL 
5.491.993 3,564,605 2,403,802 341,625 
3,597,539 1,486,955 1,278,831 321,403 
37,249,800 20,654,112 14,270,401 1,785,305 
4,403,000 SOC hb ete 330 000 


b Industrial insurance. 
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Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The* new policy contracts of the Provident 
Mutual make it easy for an agent to fit a policy to 
a definite need of his policyholder. 


The policyholder also finds it easy to understand 
that his particular purpose in taking the policy 
will be definitely carried out. 


These policies are thus admirably adapted to an 
Insurance Programme—for the protection of the 
policyholder’s family or of his own old age, through 
income—for the education of his children—for the 
protection of his business or of his estate—for the 
cancellation of a mortgage or other debts. 

















To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for muney~ 
making NOW and creating a competency for the FUTURE. 


For Contracts and Territory, address 


H. M. HARGROVE, President : . . BEAUMONT, TEXAS 























Wilmer L. Moore, President Robert F. Moore, Secretary 
TEXAS ~~" TENNESSEE 

WANTED GENERAL AGENTS. We are prepared to give 

attractive general agents’ contracts in the above States to 

men of experience, proven success, character and some financial 

worth, possessing executive ability and energized initiative. 


Wilfred S. McLeod, Agency Manager. 


The Southern States Life Insurance Company 
Atlanta, Ga. 











RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI. 
TARY AND NAVAL SERVICE. The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L, 
writes the accidental death benefit and income total disability, 
pe territory open in Ohio, Indiana, Illinois, Missouri and 

owa. 


FARMERS NATIONAL LIFE INS. CO. 
F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 











Low Rates—High Profits 


explain why The Great-West Life Assurance Company is the 
greatest financial institution in Western Canada. $50,000,- 
000 of the finest assets on earth are behind every dollar en- 
trusted to its care. 


The Great-West Life Assurance Company 
HEAD OFFICE—WINNIPEG 











EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 











THE PEOPLES LIFE INSURANCE CO. 


of Illinois 
A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Home Office Peoples Life Bldg. 
Chicago 
E. A. NELSON, Pres. 

















it 


om ade 
aia 


YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 









































Penn Mutual Progress in 1923 


The largest paid-for new business in our history. 

Improvement of conservation system, with correspondingly satis- 
fying results. 

Initiation of instructive and inspiring Regional Conventions. 

New and salable forms of Income contracts. 

New equipment of up-to-date advertising literature. 

Three first-class agency magazines each month. 

Close and effective Home Office co-operation. 

A still better Company for capable representatives. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Maccabees Become Legal Reserve Order 


Assets Total $19,000,000—A. W. Frye Is 
New Supreme Commander 


A. W. Frye, former lieutenant supreme com- 
mander, has been made supreme commander of 
the Maccabees following the resignation of 
Hon. D. P. Markey, who has held the post for 
the past thirty-three years. This announce- 
ment was made recently and was signalized by 
a banquet given to Mr. Markey and Mr. Frye 
in recognition of their devotion to the inter- 
ests of the organization. Many prominent fra- 
ternalists attended and spoke of the work ac- 
complished by the Maccabees and the place of 
fraternalism in the development of the nation. 

The final and crowning achievement of Re- 
tiring-Commander Markey’s regime was the 
establishment of the Maccabees as a legal re- 
serve group. The society began 1924 by revis- 
ing its actuarial methods and placing each of its 
222,000 members on the recognized legal reserve 
basis. Standard forms of policies, with sur- 
render and loan values, partial and double in- 
demnity, disability and incontestability features, 
will be issued from now on. Income disability 
benefits will be included at a slight additional 
premium. 

The Maccabees is now one of the strongest 
legal reserve insurance orders in the United 
States and Canada and plans have been com- 
pleted for building a new home office in Detroit 
which will be large enough for the present and 
future needs of the organization. The business 
of the order now amounts to $220,000,000 and 
its assets total $19,000,000. 








tis- 


ll 











ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 





agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 


erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 
CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 So. State St. Suite 314-324 


Chicago, Illinois 











A. W. 
became a member of the society at Washing- 
ton, D. C., in October, 1899. Later he was 
made State Commander for New Jersey, then 
supervising deputy for Maryland, New Jersey 
and Delaware and subsequently general super- 
visor for Eastern Pennsylvania. Later he be- 
came supreme organizer and in 1911 was elected 
supreme picket. In 1915 he was made supreme 
chaplain and, in 1919, was named as supreme 
lieutenant commander. His election to the post 
of supreme commander took place in September, 
1923, but was not announced until recently. 


Frye, the new supreme commander, 


Equitable Life and Casualty Insurance 
Company, Chicago 

The Equitable Life and Casualty Insurance 
Company, of Chicago, which began business 
October 3, 1923, writes life and casualty insur- 
ance along regular lines, being a stock com- 
pany with $100,000 capital. It operates in vari- 
ous Western States, and its list of officers is 
as follows: President, J. W. Bain; vice-presi- 
dent, M. W. Abbott; secretary, T. M. Jones; 
treasurer, O. W. Malach. The board of 
directors is made up of J. W. Bain, C. H. 
Morris, M. W. Abbott, R. E. Tingle, T. M. 
Jones, P. B. Verplanck and M. C. Schwarz. 


Adopt Minute on Death of Frederick 
Frelinghuysen 

The Association of Life Insurance Presi- 
dents, at its regular meeting held January 8, 
adopted the following minute relative to the 
death of Frederick Frelinghuysen, late presi- 
dent of the Mutual Benefit Life Insurance 
Company : 


The Association of Life Insurance Presidents, 
through its executive committee, this day in ses- 
sion, seeks to record its appreciation of the 
late Frederick Frelinghuysen, Esq., president 
of the Mutual Benefit Life Insurance Company 
of Newark, and a member of this committee. 
Descended from a long and honored line of 
patriotic ancestry, he sought to embody in his 
own life the best traditions of his family. 

Before his elevation to the presidency of the 
Mutual Benefit Life Insurance Company, his 
training well fitted him for that position. As 
a member of the board of directors of the com- 
pany, he was familiar with much of its life and 
progress by personal contact. When the re- 
sponsibilities of its headship were conferred 
upon him, he became the executive of a com- 
pany whose foundations had been laid deep, 
broad and secure, and whose reputation in the 
insurance world was fully established. Under 
his leadership, the company continued its pros- 
perous growth. Apart from his experience as 
a director of the company, his training fitted 
him directly for his new responsibility. Care- 
fully educated as a lawyer, with varied re- 
sponsibilities, he had presided for a quarter of 
a century over a financial institution where his 
duties bore close analogy to many of the duties 
of his new sphere. 

Of conservative endowment and education, 
he emphasized his own intellectual habits in 
the conduct of the business over which he pre- 
sided. He cherished to an unusual degree the 
friendly intimacies of those with whom he 
was brought in daily contact, whether in his 
business or social life. Of gentle and unostenta- 
tious manner, he participated in the civic life 
of his home city and his conduct was a record 
of his convictions of duty. 


a 





Life Insurance 








He responded without display to the demands 
upon his private means and those who benefited 
by his generosity and sympathetic contact will 
always retain him in memory, while those who 
shall hereafter study his life will find there 
exemplified the highest traditions of Ameri- 
can citizenship. He lived a quiet, well-rounded 
and useful life, furnishing precept and example 
to all those brought within the range of his 
influence. 


Life Underwriting as a Career 


Edward A. Woods, of Pittsburgh, who is 
widely known in the field of life insurance, has 
written, and Harper & Bros. have published, a 
book entitled “Life Underwriting as a Career.” 
In this work, which is dedicated to William 
Alexander, secretary of the Equitable Life of 
New York, Mr. Woods treats principally of the 
following topics: Selecting One’s Vocation; 
The Importance of Selling; The New Sales- 
manship; What Life Insurance Offers; Life 
Insurance Specialities; Life Underwriting as 
a Career for Women; Opportunities for Train- 
ing; Social Background of Life Insurance. 

Mr. Woods has for many years been selecting 
and training life insurance salesmen, and has 
met with remarkable success. The chief pur- 
pose of this new book is to place before the 
reader the opportunities offered by life insur- 
ance salesmanship. The author is not only 
qualified by knowledge and experience to do 
this, but is a thorough believer in the benefits 
of life insurance, and in the advantages of 
the vocation of selling life insurance from 
every viewpoint. This new book will undoubt- 
edly be influential in convincing many as to 
the desirability of life underwriting as a career. 

Mr. Woods’ book constitutes one of the 


series known as Harper’s Life Insurance 
Library. 
The vast possibilities in the business are 


emphasized by Mr. Wood’s prediction that dur- 
ing the next quarter-century the life insurance 
in force will grow to over five times its present 
amount, which is placed at approximately $64,- 
000,000,000. Mr. Woods believes in specializa- 
tion in soliciting, to a certain degree, though 
every agent should be qualified to handle wisely 
any particular case. No one should enter the 
business, however, unless he recognizes its 
strong appeal and feels that he is fitted for the 
vocation. 


Your Future Agents 


Under the above title the Life Insurance 
Sales Research Bureau has issued a manager’s 
manual designed to help managers in finding 
and selecting agents and selling them the job. 
It is a loose-leaf book of 119 pages, in five 
chapters, with numerous sub-divisions, the 
chapter heads being as follows: How This 
Material Was Secured from General Agents 
and Managers; Finding Prospective Agents; 
Describing the Job to Prospective Agents; 
Some Guides in Recruiting Agents. The 
manual is the result of co-operation between the 
bureau and a large number of general agents, 
and contains the results of their experience in 
getting and keeping agents. It sells at $6 per 
copy. 
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MEN 
WHO 
THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 


communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 


Topeka, Kansas. 


























THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


A practical treatise on the computing of 


[FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 


out system. 
Cloth Binding, 200 pages 


Price, postpaid, $4 
THE SPECTATOR COMPANY 


Selling Agents 
CHICAGO NEW YORK 











A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting, 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
IXmphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident, 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 


Unique life insurance leaflet in which Limited 

payment endowment and income insurance are 

presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 

On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
Series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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CHICAGO LIFE UNDERWRITERS 
ASSOCIATION 
Annual Sales Conference Furnishes Help- 
ful Selling Hints—Prominent Insur- 
ance Agents Attend 

Cuicaco, ILt., Jan. 14—W. E. Bilheimer of 
St. Louis opened the annual sales conference of 
the Chicago Life Underwriters Association at 
the La Salle hotel here this morning. Mr. Bil- 
heimer is a speaker whose selling talk is fre- 
quently punctuated by witty anecdotes that from 
time to time draw forth both applause and 
merriment from his audience. 

During the first part of his address he de- 
voted himself to pointing out the common mis- 
takes of many life insurance salesmen, and fol- 
lowed this up by giving some very good pointers 
3ilheimer, 
for instance, selected a member of the audi- 


on how to avoid such errors. Mr. 


ence and asked him to come upon the platform. 
He then requested him to give some negative an- 
swers. one of which was, “My wife objects.” 
Mr. Bilheimer forthwith demonstrated his ability 
at playing upon the heart strings of his pros- 
pect. Among sther things the speaker quoted 
the case of a prospect who was a great believer 
This particular individual had col- 
lected a pile a statistical data from the numer- 
ous life insurance companies prior to the pur- 


in figures. 


chase of a certain amount of coverage. <Ac- 
cording to Mr. Bilheimer it was apparent that 
this man wanted figures above everything else, 
so during the course of an interview he simply 
sat down and asked his prospect for a few 
sheets of paper. He then commenced figuring, 
and after some little time asked the prospect 
for still more paper. He was by this time 
aware that the prospect was eyeing him closely 
and also watching the clock, and eventually Mr. 
Bilheimer was asked in no undecided tone what 
He replied, “I am making fig- 
ures. Because if that is what you want I can 


he was doing. 


make them as well as anybody.” 
There was a very large attendance on this 
the first day, and prominent among those pres- 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 











ent were the following: L. Brackett Bishop, 
general agent of the Massachusetts Mutual; 
Messrs. Hobart and Cales, general agents, 
Northwestern Life; Darby A. Day, Mutual 
Life, New York; Edgar A. Ferguson, Union 
Central Life: Karl B. Horrady, Missouri Life; 
George Hoffman, Guardian Life; Homer D. 
Lininger, general agent, Equitable Life of 
lowa, and S. W. Woodard, general agent, Na- 
tional Life of Vermont. 

The attendance at the final session of the 
Chicago Life Underwriters Associations Sales 
Conference eclipsed that of the previous day 
and Mr. 
also eclipsed his achievements of the day previ- 
ous. During the morning he devoted himself 
to the subject of agency building and in the 
afternoon gave some very excellent advice on 
closing. The speaker stipulated that if a man 
does not leave insurance he should leave ad- 


3ilheimer can well be said to have 


vice. 

As on the day previous the speaker had a num- 
her of members of his audience upon the plat- 
form from time to time and by touching on many 
little homilies, such as crop up every day in 
domestic life, he demonstrated to his listeners 
their value from the standpoint of selling. 


Guarantee Fund Life Association, Omaha 

Notable advances were made last year by the 
Guarantee Fund Life Association of Omaha, 
Neb. Among these is observed an increase in 
admitted assets of over $1,000,000, the assets 
on January 1, 1624, having amounted to the 
sum of $6,996,478. 

Another big increase was in the surplus 
funds, the gain having been $831,979, or nearly 
as much as the entire amount of death losses 
paid in 1923—$912,774. The less payments last 
year averaged only $7.49 per $1oco at risk, and 
the proportion of actual mortality to that ex- 
pected according to the mortality table was but 
59 per cent. 

During the twenty-two years the association 
has been in business it has paid beneficiaries the 
tremendous sum of $5,684,014, and in that same 
period it has accumulated assets of nearly 
$7,000,000, with surplus funds exceeding 
$1,500,000. 

A gain of nearly $8,500,000 in insurance in 
force was also recorded last year, bringing the 


amount up to $151,873,500 as of January I, 
1924. The interest earnings last year were very 
satisfactory, having aggregated $336,516, and 
the average rate of interest earned having been 
5.87 per cent. 

Irom the foregoing it is manifest that the 
year just closed was one of fine progress in 
financial strength, together with a mortality 
experience which evidences careful selection of 
risks. Another pleasing feature of the asso- 
ciation’s record last year is the entire absence 
of loss on investments. 

The Guarantee Fund Life Association is now 
licensed in twenty-three States, and offers 
capable salesmen attractive contracts. The 
association is purely mutual and operates on 
the assessment plan. Its organizer and leading 
spirit through its career has been J. C. Buffing- 
ton, its president. The association’s success has 
been largely due to its capable and honorable 
management, which has won the esteem of its 
policyholders. President Buffington is assisted 
in the conduct of the association’s affairs by a 
very efficient staff of officers. 

Lincoln National to Hold Meetings 

Dates for the sectional meetings to be held 
in various parts of the territory of the Lincoln 
National Life Insurance Company, Fort Wayne, 
have been definitely set. The first three-day 
gathering will be in Fort Wayne, January 21, 
22 and 23. Other meetings will be in Pittsburgh, 
February 4, 5 and 6; Peoria, Ill., February 11, 
12 and 13; Minneapolis, Minn., February 18, 
19 and 20; Seattle, Wash., February 25, 26 
and 27; Los Angeles, March 3, 4 and 5, and 
San Antonio, March 13, 14 and 15. 

Vice-President and Manager of Agencies 
Walter T. Shepard will preside over the ses- 
sions and will act as toastmaster for the ban- 
quet to be held on the second evening. 

Other home office officials who will have part 
in the educational program will be Superintend- 
ent of Agencies A. L. Dern, Medical Director 
W. E. Thornton, Auditor J. J. Klingenberger 
and Assistant Superintendent of Agencies V. J. 
Harrold. 


The fifty-fourth member of the Association of Life 
Insurance Presidents is the Jefferson Standard Life In- 
surance Compdny of Greensboro, N. C., which was 
elected to membership on Tuesday, January 8, by a 
unanimous vote of the executive committee. 





unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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Americanize Your Credits 


Credit Insurance, as issued by the American Com- 
pany, is a broad service which brings to manufac- 
turers and wholesalers the following vital benefits: 


1—It reduces the credit waste. 

2—lIt affords an accurate basis for costs. 

3—It affords superior collection facilities. 

4—lIt increases efficiency. 

5—It promotes prosperity by stabilizing business 
6—It distributes the burden of loss and affords an 


independent reserve fund over and above the 
capital employed. 


The American Credit-Indemnity Company has suc- 
cessfully rendered such service for the past thirty 
years. In that time we have not only paid over 
thirteen million dollars to our policyholders, but have 
prevented countless losses as well. 


Let our local representatives tell you about our 
Policies, as well as help you with your particular 
credit problems. 


The AMERICAN CREDIT-INDEMNITY CO. 
of NEW YORK J. F. McFadden, President 


Executive Offices: 
511 Locust Street St. Louis, Mo. 
Offices in all the Principal Cities 


Credit Insurance Exclusively 





——- 


A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS 


$5,000, the face of the policy 
in case of death from any 
cause. 


$10,000, or DOUBLE the 


“ face of the policy, in case of 


deathfromanyACCIDENT. 


$15,000, or THREE TIMES 
th face of the policy in case 


of death from certain SPEC- 
IFIED ACCIDENTS. 


$50 PER WEEK, direct to 
the insured, in case of total 
disability as a result of ac- 
cidental injury, for a period 
not to exceed 52 weeks; and 
after that $25 PER WEEK 
throughout the period of 
disability. 





A Sound, Conservative- 
New England Institution 


United Life and Accident 
Insurance Company 


Home Office, United Life Bldg. Concord, N. H. 























Wow, Feeady?: 


Kentucky Field Annual 


and Insurance Directory 
1923 Edition 


In its new form, the Kentucky Field Annual and 
Insurance Directory (1923), has just made its ap- 
pearance. Not only does it encompass the usual data 
of companies and agents, by cities, but it sets forth 
in plain language, explanations of the principles of 
insurance, the proper methods of figuring the profits 
in the business and other data helpful in classifying 
as to solvency the several types of carries in accord 
with the state law. 

In addition to the special features these Field Annua's 
give all the data contained in the usual state directory 
—and more. 








THE INSURANCE FiELD CO., Inc. 
P.O Box 6i7, Louisville, Ky. 

Send me a copy of the 1923 Kentucky Fie!d 
Annual and Insurance Directory. Enclosed check 
for $5.00 to cover cost. 


RMN NN ls ccs ue eee a hots io te ens a oa a PS 

















HARPER’S LIFE INSURANCE LIBRARY 


Life Underwriting as a Career—By Edward A. Woods’ 
President Edward A. Woods Co., General Agents, Equitable 
Life Insurance Co.; an ex-president National Association 
of Life Underwriters. r 


Analyzing Life Situations for Insurance Needs—By 
Griffin M. Lovelace, Director, Life Insurance Training Course, 
New York University. Price, $2.40 Delivered. 

ee eee rrr een en et ee ee 

The Psychology of Selling Life Insurance—By Dr. FE. K. 
Strong, Jr., School of Life Insurance Salesmanship, Carnegie 

__ Institute of Technology. Price, $4.25 Delivered.4 

Selling Life Insurance—By Dr. John A. Stevenson, Second 
Vice-President, Equitable Life Assurance Society; Formerly 
Director School of Life Insurance Salesmanship. Price, 
$3.75 Delivered. 

Meeting Objections—By Dr. John A. Stevenson. Price’ 
$1.60 Delivered. 

House of Protection—By Griffin M. Lovelace. Price, $1.60 
Delivered. 











SEND FOR NEW HARPER BOOK 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.”—TIJnsurance. 

PRICE $3.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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holders, $25,716. . . 
Detroit Life, Detroit—New paid-for busi- 


ay e 
January !7, 
Life Insurance Results in 1923 
Equitable Life, New York.—New paid-for 
pusiness (excluding group), over $577,000,000; 
increase over 1922, about $70,000,000. 
Methodist Ministers Relief Insurance and 
Trust Association, Boston.—New paid-for busi- 
ness, $247,500,000 ; in force December 31, 1923, 
$2,469,823; assets, $420,507; surplus to policy- 
ness, $14,934,000; insurance in force, $44,000,- 
000; premium income, $1,410,515; gross assets, 
$3,293,000. 

United States Life, New York.—New paid- 
for business, $4,403,000 ; insurance in force, $24,- 
6%6,566; surplus to policyholders, $330,000. 

“New England Mutual Life, Boston.—New 
business, $96,148,025; insurance in force, $719,- 
421,634; increase in insurance in force, $58,623,- 
876 (61 per cent of new business). 

London Life, London, Ont.—Insurance writ- 
ten in 1923, $44,749,707 (including $19,201,194 
industrial); in force December 31, $151,780,- 
810 (including $54,653,842 industrial) ; assets, 
$23,074,169; surplus to policyholders, $1,018,966 ; 
total income in 1923, $6,560,819; total disburse- 
ments, $2,871,581. 

Cedar Rapids Life, Ia—New paid-for busi- 
insurance in force, $15,335,721; 

assets, $2,021,488; surplus to policyholders, 
$229,805; total income, $542,823; total disburse- 
ments, $253,451. 

Mutual Benefit Life, Newark.—New paid-for 
ih business, $194,800,000; increase 
= $17,000,000 over 1922. : 

Atlantic Life, Richmond, Va.—New paid-for 
business, $21,400,000; insurance in force, $102,- 
000,000. 

Minnesota Mutual Life, St. Paul.—New paid- 
for business, $26,855,837; insurance in force, 
$96,053,072 ; $11,430,171; net surplus, 
$876,185. 

Equitable Life of Iowa.—Insurance in force, 
$348,767,229; assets, $51,704,266. 

International Life, St. Louis—Insurance in 
force, $144,096,636, new written business, $35,- 
273,605; assets (estimated), $23,000,000. 


ness, $2,385,325 ; 


over nearly 


assets, 





Buffalo to Have Summer Salesmanship 
School 


Burrato, N. Y., January 14.—Buffalo is to 
have a summer school in life insurance sales- 
manship. This has been brought about by 
united action of the Buffalo Life Managers 
Association and the Life Underwriters, Inc., 
of that city. 

The course will be established at the Uni- 
versity of Buffalo, and it is intended later on 
to make the school part of the usual curriculum 
of the college, rather than a summer course. 
Prof. Griffin M. 


Lovelace and the faculty of 
New York University will be in charge. 

Already the minimum number of students 
required have heen enrolled. This kas been 
brought ahout hy concerted action of the gen- 
eral agents, many of whom have made it pos- 
sible for their underwriters to start paying now 


ae for the course, making partial payments be- 





tween the first of the year and the next sum- 
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‘TO YOUR HEALTH! 


An Educative, Life and Health Saving 
Leaflet for Policyholders 


Chief Government Chemist Tells 
What Bootleg Liquor Contains 
and How It Poisons Users 


Life Insurance Companies Are Rend- 
ering Great Sociological Service 
and Reducing Mortality Rate 
By Its Distribution 


Startling facts are presented dispas- 
sionately and impartially in the very 
important leaflet entitled ‘To Your 
Health!” This is a reprint of an inter- 
view by a representative of THE SPECTA- 
TOR with Dr. J. M. Doran, head of the 
Industrial Alcohol and Chemical Divi- 
sion, United States Bureau of Internal 
Revenue, and is based upon the findings 
in 75,000 analyses of bootleg liquor. 

“To Your Health!’’ is so prepared 
that it is conveniently enclosed with 
periodic premium notices and 


IS BEING SENT BY LIFE INSUR- 
ANCE COMPANIES TO THEIR 
POLICYHOLDERS, 
thus performing a service for the latter 
and helping, by dispelling dangerous 
ignorance, to prevent disease and 

lengthen life. 


Public Should Be Enlightened 


As Dr. Doran well says: ‘‘ Public en- 
lightenment on these matters is necessary. 
The work of the chemist is rendered in- 
effective unless other professions interested 
in public health matters lend their efforts 
towards bringing a fuller knowledge of 
these basic scientific facts before all. The 
public ts entitled to know these things in 
order that it may act with intelligence in 
its own protection.” 


“TO YOUR HEALTH!’ 


is gotten up attractively as a 16-page 
leaflet, to fit a No. 6 envelope, for send- 
ing to policyholders with their premium 
notices. 


PRICES: 


1000 copies $50 25,000 copies $750 

5000 ‘“ 200 30,000 <8 900 

10,000 ‘‘ 375 50,000 ‘ 1,250 
100,000 copies, $2,000 


On orders of 1000 copies or more the 
inscription of company or general agent 
will be printed without extra charge. 
On orders of less than 1000, $5 additional 
for inscription. 


Please remit by money order or bank draft on 
New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


135 William Street 
NEw YORK 


CHICAGO OFFICE 
Insurance Exchange 
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mer, when the course will start. Other students 
will be accepted and many applications are now 
coming in from cities in other eastern States. 

In general, the Buffalo course will follow 
the subjects taught at the New York University. 
There will be some local modifications. 
Students will be required, as part of the course, 
to acquire field experience. The experiences of 
the students in actually selling life insurance 
vill be discussed and analyzed in the class 
room. 


Fights Both Ways 


Godfrey Moore, an agent of the Equitable 
Life of the United States in New York, who 
has been active in organizing the life insurance 
men for tax reduction, has, in addition to let- 
ters in favor of the Mellon plan, sent out the 
following letter as a sample for others to use 
in active opposition to the bonus. The letter 
‘eads as follows: 

January 7, 1924, 
My Dear Senator: 

I wish to add my protest to those of the great 
majority comprising the so-called “silent”? voters who, 
while enthusiastically approving the Mellon plan, are 
simultaneonsuly denouncing the bonus. 

It should be remembered that the United States 
Government is not an enterprise for profit and that 
a Treasury surplus is a trust fund for the benefit 
of the people as a whole, with the members of Con- 
gress as trustees. 

Close to three billions of dollars have already 
been paid to our boys by the United States and 
twenty individual States; moreover, there are still 
outstanding twenty-two billion dollars of Liberty bonds, 
which will be maturing, periodically. 

I respectfully suggest, therefore, that it is high 
time to call a halt to these drains on the public purse. 

I would appreciate your sending me, daily, the 
Congressional Record, as I desire to follow your 
activities and particularly to know your postion on 
the bonus question. 


Women to Discuss Life Insurance 

The New York City Federation of Women’s 
Clubs, Mrs. Thomas Slack, president, through 
its Home Economics Committee, Mrs. Julian 
Heath, chairman, co-operating with Miss Alice 
Lakey, Insurance Specialist, General Federa- 
tion of Women’s Clubs, will hold an Insurance 
Conference on January 23, 1924, Hotel Astor, 
New York city, 2.30 p. m. 

The speakers on insurance will be Mr. 
Willard I. Hamilton, vice-president and secre- 
tary of the Prudential Insurance Company, and 
president of the New Jersey Chamber of Com- 
merce; Dr. John A. Stevenson, vice-president 
of the Equitable Life Assurance Society and 
vice-president of the American Management 
Association; Dr. Lee K. Frankel, vice-presi- 
dent of the Metropolitan Life Insurance Com- 
pany, and Mr. Graham C. Wells, president of 
the National Association of Life Underwriters. 
Mrs. Slack will speak for the City Federation 
of Women’s Clubs and Miss Alice Lakey, pub- 
lisher of “Insurance,” will tell of what the Gen- 
eral Federation is doing for insurance. 

The presidents of the 385 clubs forming the 
City Federation, which has a total membership 
of 100,0c0 women, have been invited to attend 
this meeting. The subject of the conference is 
“How to Safeguard the Home by Insurance.” 





Casualty, Surety, Etc. 


THE SPECTATOR 


Thursday 








REDUCE LIABILITY RATES 


National Bureau Announces Big Re- 
ductions This Week 


NEW YORK CITY STILL HIGH 


Rates Said to Be an Accurate Barometer 
of Automobile Accident Rates in Cities 
of the United States 

Owners of private passenger automobiles 
throughout the country will save several mil- 
lions of dollars yearly and will at the same 
time get broader insurance protection than ever 
before, as a result of a revision of the rates 
and rules for automobile accident insurance put 
into effect this week by the National Bureau 
of Casualty and Surety Underwriters. 

The new schedule shows an average reduc- 
tion of 6 per cent in the rates for public liability 
insurance for the country as a whole and re- 
ductions as high as 20 per cent in some cities. 

Heretofore many automobile owners, in order 
to secure the lowest possible rates for accident 
insurance, have agreed to use their cars for 
pleasure only and to see that no one else drove 
their cars; thus the wife, grown sons and 
daughters, and other relatives were restrained 
from driving the family car. Under the new 
rules, one policy gives insurance protection to 
all the persons who may at different times drive 
any one car and the same rate applies whether 
the car is used for business purposes or for 
pleasure only. 

In making the new rates public, Jesse S. 
Philiips, general manager of the National 
Bureau, said: “For the first time the insurance 
companies are able to base the rates for automo- 
bile accident insurance in each city on the actual 
accident experience of automobiles in that partic- 
ular city. Heretofore, rates were based on the 
accident experience of groups of cities of simi- 
lar size. The new plan makes it possible for 
each city to benefit directly from any effective 
safety work that it may have done. Before 
determining the new schedule of rates, a staff 
of experts at the headquarters of the Na- 
tional Bureau and in the home offices of the 
insurance companies studied the 
accident experience of more than 700,000 auto- 
mobiles in 181 cities and territories. 

“One of the most significant revelations of 
this study was the fact that the automobile 
owner is not the most careful automobile driver, 
the assumption on which reduced rates were 
given the automobile owner who specified that 
no other person would drive his car. This dis- 
covery is interpreted by many insurance men 
as indicating that the wife is just as careful 
a driver as her husband, if not more careful. 

“The greatest reductions in rates are made 
in cities of medium size and in the rural dis- 
tricts of the South and the Far West, as these 
territories show the greatest reduction in motor 
vehicle accidents in recent years.” 

The new schedule, which is an accurate baro- 
meter of the motor vehicle accident situation 
throughout the country, in terms of losses sus- 
tained by the insurance companies, shows that 
the highest rates for public liability insurance 


three-year 


must be paid by the automobile owners in New 
York city. The second highest rate applies to 
Buffalo; the third to Philadelphia; the fourth 
to Boston, Jersey City and Cleveland; the fifth 
to Providence and St. Louis, the sixth to Chi- 
cago and Pittsburgh, and the seventh to Albany, 
Syracuse and Rochester, New York and Youngs- 
town, Ohio. While New York city pays the 
highest rates, as it always has since the incep- 
tion of automobile accident insurance, the new 
rates show some reductions here for the major- 
ity of car owners. 

Although the rates for public liability insur- 
ance are decreased in most cities, there is a 
slight increase in the rates for property dam- 
age insurance due to the increased number of 
minor collisions or “bumps” without personal 
injuries. : 

The insurance companies subject to the rate 
jurisdiction of the National Bureau of Casualty 
and Surety Underwriters and whose _ policy- 
holders will, therefore, benefit from the reduc- 
tions in rates announced to-day are: 

7Etna Life Insurance Company, Columbia 
Casualty Company, Continental Casualty Com- 
pany, Eagle Indemnity Company, Federal Surety 
Company, Fidelity and Casualty Company, Globe 
Indemnity Company, Hartford Accident and 
Indemnity Company, Indemnity Insurance Com- 
pany of N. A., Independence Indemnity Com- 
pany, London Guarantee and Accident Com- 
pany, London and Lancashire Indemnity Com- 
pany, Maryiand Casualty Company, Massachu- 
setts Bondings and Insurance Company, Metro- 
politan Casualty Insurance Company of New 
York, New Amsterdam Casualty Company, 
Norwich Union Indemnity Company, Ocean 
Accident and Guarantee Co.poration, Phoenix 
Indemnity Company, Preferred Accident Insur- 
ance Company, Royal Indemnity Company, 
Southern Surety Company, Standard Accident 
Insurance Company, Sun Indemnity Company, 
Travelers Insurance Company, Union Indemnity 
Company, United States Casualty Company, 
United States Fidelity and Guaranty Com- 


pany. 


St. Louis Surety Men Elect 


St. Lours, Mo., January 12.—Frank Mead, 
of the A*tna, will again head the Surety Un- 
derwriters Association of St. Louis, being the 
unanimous choice of the membership for the 
position of president. Under Mr. Mead’s guid- 
ance during its brief career the St. Louis surety 
organization has made great strides, and it is 
generally admitted that the conditions in the 
surety field are better to-day than for many 
years. 

Other officers for the year are: Vice-presi- 
dent, the accredited representative of the Na- 
tional Surety Company; secretary-treasurer, J. 
W. Rodger, and members of the executive com- 
mittee the accredited representatives oi the fol- 
lowing companies: Fidelity and Deposit of 
Baltimore, Fidelity and Casualty of New York, 
Union Indemnity Company of New Orleans, 
New Amsterdam Casualty Company of New 
York and United States Fidelity and Guaranty 
Company of Baltimore. 


GOES TO AMERICAN 
LIABILITY 


W. W. Dark Will Take Charge of 
Accident and Health Department 


PROMINENT INSURANCE MAN 


Was Formerly Secretary of Health an 
Accident Underwriters Conference 
for Two Terms 
W. W. Dark, formerly manager of the com. 
mercial department of the Provident Life and 
Accident Company, Chattanooga, has been ap. 
pointed manager of the health and accident de- 
partment of the American Liability Company, 
according to an announcement by W. R. Sand- 

ers, president of the latter company. 

Mr. Dark is very well-known in accident and 
health circles, having been secretary of the 
Health and Accident Underwriters Conference 
for two years and prominent in its activities for 
many more. He is at present a member of the 
executive committee of the organization. He 
has been connected with the insurance business 
for over thirty years, having had experience 
in both field and home office work. He was one 
of the founders of the American Central Life 
Insurance Company and was an officer of it for 
eleven years. 

Mr. Dark was included in the organizers of 
the Business Mens Indemnity Company of In- 
dianapolis and was its secretary for seven years, 

In announcing the appointment Mr. Sanders 
says: 

On March 15, 1921, we opened our automo- 
bile department and have furnished our repre- 
sentatives the excellent co-operation that was 
manifested from the time the company first 
started. The business has increased, the work 
at the home office has also increased, and in 
order that we may continue to give you this 
exceptional service, we have found it advisable 
to appoint a manager for the accident and health 
department exclusively. 

We are very pleased to welcome Mr. Dark 
as a member of our family, and hope that 
the agents will show their welcome not only in 
a letter to Mr. Dark, but by active co-operation 
and the enclosure of at least one application. 


ALBANY LEGISLATION 
Proposed Amendments to Workmen's 
Compensation Law in New York 


ALBANY, N. Y., January 15.—Amendments to 
the workmen’s compensation act have been in- 
troduced in the two Houses of the legislature, 
as follows: 

Senator Downing, amending sections 2, 29, 
31, 50, 51, 53, 54, 95 and 126, by prohibiting 
stock corporations or mutual associations of 
self-insurers to insure under the law. A county, 
city, village, town or other political decision 1s 
permitted to insure employees. 

Senator Reiburn, amending subdivision 6, 
section 15, by providing compensation for dis- 
ability shall not exceed $30 a week, instead of 
$20, as at present. 

Senator Reiburn, amending section 21, by pro- 
viding that, in proceedings to enforce a claim, 
it shall be presumed that an accidental injury, 
if proved, arose out of and in the course of em- 
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ployment. This measure was also introduced 
by Assemblyman Hart. 

” Senator Sheridan, amending subdivision 3, 
section 15, by providing that, in case of perma- 
nent partial disability, compensation shall be 
paid first for the period of temporary total dis- 
ability, resulting, from the date of the accident, 
and then for the period named in the subdivi- 
sion. The same bill was introduced by Assem- 
blyman Burchill. 

Senator Sheridan, amending section 28, by 
authorizing the State Industrial Board to per- 
mit a claim for compensation to be filed with- 
in two years after an accident, or the death 
therefrom. The same bill was introduced by 
Assemblyman Kammerer. 

Assemblyman Borkowski, amending sections 
3, 12, 15 and 19, by providing compensation 
for occupational diseases, reducing the waiting 
period from fourteen to seven days; making 
the minimum compensation for disability $10 
a week, striking out the maximum limit of $3500 
for temporary total disability, and in relation 
to loss of hearing, of vision, and to examina- 
tions by physicians. 

Assemblyman Westbrook, amending subdivi- 
sions 2 and 5, section 15, by striking out the 
limitation of $3500 on the compensation for 
temporary total and temporary partial dis- 
abilities. 


COMPENSATION INSPECTION RATING 
BOARD 
New Governing Committee Elected at An- 
nual Meeting—Manager Leon S. Senior 
Explains Principles of Rate 
Revision 
The Compensation Inspection Rating Board 
held its annual meeting in New York city last 
week and elected a new governing committee, 
besides listening to the report of Manager Leon 
S. Senior, who outlined the work of the year 
and explained the basis of experience used in 
rate revision for various lines. The new gov- 
erning committee which was chosen is composed 
of Norman R. Moray, Hartford Accident and 
Indemnity; Eugene F. Hord, Maryland Cas- 
ualty Company; Victor A. Trundy, American 
Mutual Liability; Leonard W. Hatch, State 
Fund, and Charles R. Wilder, Liberty Mutual. 
In his report, which was given out directly 
after the election of the committee, Manager 
Senior touched on the various factors which 
enter into the problem of revising compensation 
rates and, after a comprehensive summary of 
the experience of the past few years, stated: 
It was decided that a general reduction in 
the collectible rate level was not justified, but 
that adjustments should be made in relativity 
in accordance with latest Schedule “Z” experi- 
ence, where important New York industries 
showed substantial departure from present 
manual rates, using the same multipliers as were 
employed in the course of the 1920 revision. 
In the selection of pure premiums the classi- 
fication committee adopted definite principles 
which were used as guide posts in making the 
revision. For example, “D. & P. T.” pure pre- 


miums were selected on the basis of average 
values with few exceptions; “all other” and 
medical pure premiums were selected as per 
The New York experience was 


indications. 


in each case compared with the national experi- 
ence available in the 1920 revision and the com- 
mittee accepted the New York experience when 
such experience was representative in volume 
and character. 

Only classifications with payroll of $5,000,000 
or more, or losses of $25,000 or more, were 
made the subject of review, and no changes 
were made where the indications were close 
and where the rate departure was 5 per cent 
or less. The aggregate New York payroll be- 
fore the committee as a basis for revision 
amounted to $7,638,560,000. The net effect of 
the revision produced a decrease in rates of 3.2 
per cent, 43 per cent of the payroll and 25 per 
cent of the premium was affected by the change. 
Rates were increased in sixty-eight classifica- 
tions and reduced in 144 classifications. 


JOHN A. GUNN ELECTED 
Becomes Head of Employers Mutual Cas- 
ualty Company 

Des Mornes, IA., January 14.—John A. Gunn 
was elected president and general manager of 
the Employers Mutual Casualty Company at 
the election of officers and directors at the 
annual meeting Thursday. Other officers 
elected are: Vice-president, B. J. Ricker; secre- 
tary, John F. Hynes; treasurer, Charles A. 
Rawson. 

Directors are: M. F. Black, Creston; J. F. 
Leefers, Cedar Rapids; B. J. Ricker, Crinnell; 
A. R. Sale, Mason City; John H. Seller, 
Davenport; J. H. Fisher, Marshalltown; H. W. 
Power, Davenport; William Cochrane, Red 
Oak: J. R. Mulreney, Fort Dodge, and C. C. 
Deering, John A. Gunn, J. W. Hili, W. W. 
Wise, Charles A. Rawson and Judge Jesse A. 
Miller, all of Des Moines. 


Death of Frank R. Demmerly 

INDIANAPOLIS, IND., January 14.—Frank R. 
Demmerly, age forty-one, secretary of the 
medical department of the State Life Insurance 
Company, died recently at his home, 1337 Park 
avenue, after a brief illness. Death was due 
to pneumonia. 

Mr. Demmerly was born in Lafayette in 
1883. He had lived in the city since he was 
one year old. He had been secretary of the 
medical department of the insurance company 
for twenty years. 

Charles F. Coffin, vice-president of the State 
Life Insurance Company said that Mr. Dem- 
merly’s death was a hard blow to the company, 
as he had been affiliated with it since 1904. 
“Mr. Demmerly held a position of great re- 
sponsibility with our company,” Mr. Coffin 
said. “He was beloved by all and was trusted 
with all the affairs of the firm.” 

Mr. Demmerly was a member of Oriental 
Lodge, F. and A. M., and the Marion Club. 
Surviving him are the widow, Elsa Kapp Dem- 
merly: a son, Frank R. Demmerly, Jr., and 
his parents, Mr. and Mrs. T. W. Demmerly. 





General Reinsurance Moves 
The General Reinsurance Corporation of 
New York has announced the opening of new 
and permanent quarters in 80 Maiden Lane. 
The company has had temporary offices for 


some time past. 
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E. M. LINVILLE ELECTED 





President of New York 
Indemnity 


Becomes 





COMPANY’S PHENOMENAL RECORD 





Special Meeting of Board of Directors Also 
Names E. A. St. John as Chairman— 
Running Mate of National Surety 
Writes $3,195,920 in Pre=- 
miums During First 
Year 
The board of directors of the New York 
Indemnity Company, called into special con- 
clave by Chairman William B. Joyce of the 
National Surety on Tuesday last, elected E. 
M. Linville as president, and named President 
E. A. St. John, of the latter, to be chairman. 
Announcement of this move, which was fore- 
casted sometime ago in the columns of THE 
SPECTATOR, was made by Mr. Joyce at the tes- 
timonial dinner given by the National Surety to 
four of its oldest officials. A story of the 
banquet appears on another page of this issue. 
The date of the meeting of directors had 
originally been set for January 23, but Mr. 
Joyce, who is again going to California in a 
few days, wished to have the matter settled, and 
the election consequently took place. E. A. St. 
John resigned the presidency of the New York 
Indemnity to make way for Mr. Linville, the 
former then becoming the company’s chair- 
man. An iitimate sketch of Mr. Linville ap- 
peared in THE SPECTATOR some weeks ago, and 
next week’s issue of this paper will present 
a photograph of the man who, in little less 
than a year, has won his way into the front 

ranks of casualty insurance executives. 

The New York Indemnity Company, under 
Mr. Linville’s direction as its vice-president 
and general manager, made a record for first- 
year production in casualty lines. The net pre- 
miums for the year totaled $3,195,920, and as 
the company did not begin writing until March, 
1923, the showing is truly remarkable. 

On March 1, 1923, the company only had 
one agent in the United States, the Kenny 
agency in New York city. On December 31, 
1923, it was entered in forty-two States and 
had over 700 agents. 

Another feature of the 1923 results of which 
the New York Indemnity’s management is 
justly proud, is the fairly even distribution of 
the business by classes, for a company operat- 
ing generally during such a short period. The 
distribution was as follows: 


Accident ‘and: healths....5.....52c0cc6e0<. $ 54,011 
Automobile liability ................. 066,518 
Other classes of liability............. 348,810 
Workmen's compensation ........... 581,647 
PRG SIASSs ascend dusalecaesasfeseees 227,274 
Biighises €tGs . 26.ccs ds ee pcasacasnaaas 604,358 
\uto property damage and collision.. 353,400 
Boiler, flywheel and other classes..... 59,910 





Agents’ Qualification Law 
RicHMonp, VA., January 14—An agents’ 
qualification law, sponsored by the Virginia 
Association of Insurance Agents, will be intro- 
duced during the present session of the legis- 
lature. 
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Announcement 





The GENERAL REINSURANCE CORPORATION takes pleasure 
in announcing the opening of its new and permanent offices at 80 Maiden 


Lane, New York. 


We take the same opportunity to express to our clients and friends 
our deep appreciation of the patience and consideration shown us during 
the period when we have been in temporary offices, on account of which 
unavoidable delays have been occasioned. 


With the opening of permanent quarters and the bringing together 
of our entire organization under one roof, all inquiries and submissions 
will have speedy and efficient consideration and attention. 


We take further pleasure in announcing that we have set aside in 
our offices a room for the exclusive use of our out of town clients and friends 
where stenographic and telephone service will be at their disposal. We 
urge that they avail themselves of this, with our compliments. 


GENERAL REINSURANCE CORPORATION 


J. G. WHITE, CARL M. HANSEN, 


President Vice President and General Manager 
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PROMISE BIG 1924 





Agents of Independence Indemnity 
Adopt Resolution of Support 





COMMEND CHARLES H. HOLLAND 





All Officers of Company Mentioned in 
Minute of General Agents Expressing 
Complete Confidence in Its 
Management 


At a conference of the general agents of the 
Independence Indemnity Company of Philadel- 
phia, held last week at the Hotel Sylvania, the 
following resolution of confidence and of prom- 
ise for the ensuing year was adopted: 


Whereas, The Independence Indemnity Com- 
pany, an organization which concretely embodies 
the ideals, experience, faith and business affec- 
tion of a number of leading insurance men from 
all parts of the country, has, within its first year, 
achieved an almost bewildering success; and 

Whereas, This success primarily has been due 
to the fact that it was able to build itself around 
the lovable personality and rare executive genius 
of its president, Charles H. Holland; and 

Whereas, It further has been confirmed and 
insured by the devoted zeal of as fine a staff of 
officers and department heads as ever have been 
drawn into a single group and thus has been 
able to command the skill and judgment of E. D. 
Livingston, first vice-president ; james Morrison, 
secretary and treasurer; A. L. Johnston, vice- 
president ; Stanley G. Martin, second vice-presi- 
dent; E. B. Anderson, second vice-president ; 
Joseph R. Wells, assistant vice-president; Alex- 
ander Sime, assistant vice-president; Joseph E. 
Marron, assistant vice-president; L. R. Bowen, 
assistant vice-president; C. H. Pritchard, Jr., 
burglary insurance underwriters, backed by a 
thoroughly efficient force; and 

Whereas, The company enjoys the financial 
and moral support, advice and co-operation of 
a board of directors whose names would com- 
mand respectful attention in any financial circle, 
and 

Whereas, There is manifest an unmistakable 
enthusiasm on the part of the experienced gen- 
eral agents from twenty-two States, who have 
journeyed an aggregate of more than one hun- 
dred thousand miles at some personal sacrifice 
in ied to attend the first agency conference; 
an 

Whereas, Signs multiply on every hand that 
the American public is already availing itself 
with alacrity of insurance contracts so spon- 
sored and presented ; 

Now therefore, be it 

Resolved, That the undersigned representa- 
tives of the Independence Indemnity Company 
gladly make this unanimous expression of their 
pleasure in feeling themselves to be producing 
parts of such an organization, and hereby assert 
their confidence and determination that the year 
nineteen hundred and twenty-four shall set an 
entirely new mark in the growth of any com- 
pany, 

Done in Philadelphia, the historic city of 
American beginnings, January ninth, in the year 
: our Lord, Nineteen Hundred and Twenty- 

our, 


Zurich General Appointment 
George H. Weston, until recently agent at 
Port Henry, N. Y., for the Hartford Accident 
and Indemnity Company and the Globe In- 
demnity Company, has just signed agency con- 
tracts for the Zurich General Accident and Lia- 
bility Insurance Company, Limited. 


APPOINTED GENERAL COUNSEL 
Austin J. Lilly Receives Promotion from 
Maryland Casualty 
Austin J. Lilly was appointed general coun- 
sel for the Maryland Casualty Company of 
3altimore at a meeting of the directors held 

on January 9. 

Mr. Lilly was appointed attorney-in-charge, 
October, 1921, to fill the vacancy caused by the 
resignation of Walter L. Clark, general coun- 
sel. The appointment of Mr. Lilly as general 
counsel is a recognition of his loyal and satis- 
factory services for the company. 

Mr. Lilly entered the service of the Mary- 
land Casualty Company in 1910, in the claim 
division. He was made manager of the Okla- 
homa City Claim Division in the same year 
and held this position until 1912, when he was 
made manager of the Charlotte claim division 
and general attorney for North Carolina. 

In 1914 he was made superintendent cf the 
accident prevention division at the home office, 
and was transferred to the legal division in 
IQI5. 

Mr. Lilly received his education at Calvert 
Hall College, Loyola College and the law de- 
partment of the University of Maryland. Be- 
fore joining the Maryland Casualty Company, 
he was engaged in the practice of law and in 
newspaper and editorial work. 


Federal Surety General Agency 
Appointments 

The Federal Surety Company of Davenport, 
Iowa, has announced the appointment of two 
new general agencies. The D. E. Evans Com- 
pany, Cleveland, Ohio, will cover the territory 
of Cleveland and North Eastern Ohio; Scan- 
nell & Burns are appointed for Detroit and 
vicinity. Both appointments carry with them 
the advice of the staff of safety engineers 
maintained by the Federal Surety. 


E. J. Bond Becomes Director of Maryland 
Casualty 


At the annual meeting of the stockholders of 
the Maryland Casualty Company held January 
8, Edward J. Bond, Jr., first vice-president, was 
elected a director in the place of Arthur W. 
Thompson, resigned. 

Mr. Bond came with the company fifteen 
years ago and rose rapidly in his work till 
he became first vice-president in May, 1920, 
when Mr. Burns, then vice-president, became 
president. His election to membership on the 
board of directors is in logical order and well 
merited. 


Central West Casualty Joins Accident 


Health Underwriters 
The Central West Casualty Company, De- 
troit, has applied for and received a member- 
ship in the Bureau of Personal Accident and 
Health Underwriters. The addition of this 
company to the group brings the membership 
of the Bureau up to fifty-three. 


JONES & WHITLOCK MADE GENERAL 
AGENTS 
Get Representation of Standard Accident 
for All Casualty Lines 


Jones & Whitlock, of tor William street, 
New York, have been appointed general agents 
for the Standard Accident Insurance Company 
in that city. The firm wilt represent the De- 
troit company for all casualty lines and has 
already begun the acceptance of business. 

The Jones & Whitlock agency, which was 
established in 1840, is one of the oldest agen- 
cies in the New York metropolitan district and 
has long been an acknowledged leader in the 
writing of marine insurance throughout the 
territory. While its early energies were-con- 
fined to marine business, the agency has since 
tended toward specializing in multiple lines and 
has made close connections with some of the 
ablest brokers in the city. Jones & Whitlock 
formerly handled their casualvy business through 
the Union Indemnity and subsequently repre- 
sented the Independence Indemnity. In the 
future, however, they will act for the Stand- 
ard Accident in all its casualty lines and the 
new move should prove of mutual benefit to 
the agency and the company. 


Casualty Insurance Results 
Maryland Casualty Co., Baltimore—assets, 
Dec. 31, 1923, $31,319,882; capital, $5,000,000; 
net surplus, $6,032,439; net premiums in 1923, 
$21,940,027; losses paid, $9,579,706. 
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When a team and wagon are strong enough to handle more load than 
the wagon-bed will hold, the farmer adds side-boards, to hold ad- 


ditional load. 

The Agency plant and home office staff of many companies could 
handle more business if the Company had carrying capacity. Side- 
boards are needed—REINSURANCE. 

It is our business to provide these REINSURANCE facilities, with 
which volume can be increased without appreciable increase of over- 
head, and with safety, as well as profit. 

To this end, we solicit proposals from Casualty Companies who want 
to see more service at a profit. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. Trimble, President 
KANSAS CITY 


INSURANCE EXCHANGE 
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FOR INSURANCE ANO BANKING 


RAPID CALCULATOR 









THE 





PRICE $3.00 








50 Pine STREET 











WE ARE AGAIN SELLING AGENTS FOR 


THE RAPID CALCULATOR 


Formerly Tifft’s Insurance and Bank Calculator 


THE SPECTATOR COMPANY 


SOLE DISTRIBUTING AGENTS 


ABOUT ONE-FIFTH ACTUAL 
DIAMETER 





MENTAL 
OPERATIONS 
PERFORMED 
MECHANICALLY 






After having been removed from the general 
market for several years the well known 
“‘Tifft’s Wheel’? is now available under the 
name of The Rapid Calculator. The Spec- 
tator Company has the exclusive selling agency 
for the insurance world. Short Rate and Pro 
Rata ratios and the number of days between 
any two dates are immediately available. 
Companies and agents both using this calcu- 
lator eliminate a large volume of correspond- 
ence usually caused by disagreement in figur- 
ing return premiums. 


PRICE $3.00 PER COPY 


SAVE MONEY! ORDER NOW! 


THE SPECTATOR COMPANY 


SAVE TIME! 


NEW YORK 
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Casualty, Surety, Etc 














COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

















SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1922 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..... $6,847,520 
Capital............-. 1000000 
I oo secacadeuds 575,698 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 


TESTIMONIAL BANQUET 





National Surety Company Pays Trib- 
ute to Executives’ Long Service 





HONOR FOUR OFFICIALS 





Present Resolutions of Loyalty to Wm. B 
Joyce, Joel Rathbone, E. A. St. John 
and W. J. Griffin—Charles H. Bur- 
ras Presides Over Enthusiastic 
Gathering at New York 
Athletic Club 
The employees, department heads and execu- 
tives of the National Surety Company tendered 
a testimonial banquet to Chairman Wm. B. 
Joyce, Vice-Chairman Joel Rathbone, President 
IX. A. St. John and General Cousel W. J. 
Griffin at the New York Athletic Club last 
Tuesday evening. The occasion was the com- 
pletion of twenty years in the service of the 
company by Mr. Joyce, twenty-six years by Mr. 
Rathbone, eight years by President St. John and 
Elaborate 
preparations had been made for the reception 


twenty-seven years by Mr. Griffin. 


and several hundred of the personnel of the 
National Surety gathered to honor their officers 

A committee in charge of John L. Mee, vice- 
president and superintendent of agencies, had 
completed all arrangements and the room in 
which the banquet was held was appropriately 
Souvenir programs of the affair 
were prepared and distributed by a sub-com- 
mittee headed by Edward A. Collins, agency 
assistant and manager of the direct-advertising 
department; and many of the suggestions 
offered by Vice-President John A. Cochrane for 
making the meeting memorable had been faith- 
fully carried out. A noteworthy feature of the 
meeting was the absence of an officers’ table, 
at least one chief being seated with each group 
so that all would have the opportunity of get- 
Charles H. Burras, president 


decorated. 


ting acquainted. 
of Joyce & Company, Chicago, acted as toast 
master and introduced the various speakers 
Resolutions of loyalty and appreciatron were 
presented to Mr. Joyce by E. M. Treat, vice- 
president and head of the credit department of 
the National Surety; to Mr. Rathbone by H. J. 
Lofgren, viee-president and comptroller; to 
Mr. St. John by E. M. Linville, president of 
the New York Indemnity Company; and to 





Mr. Griffin by J. T. Magee, v»ce-president and 
assistant general counsel, of the National Surety. 
John L. Mee, in his capacity as chairman, 
after stating the reasons for the meeting, in- 
troduced Mr. Burras, whose wit and humor did 
much to enliven the occasion. As each of the 
honored officials rose in response to the testi- 
monial tendered him, he was given an ovation 
lasting several minutes. The fact was every- 
where in evidence that the men of the company 
recognized and appreciated the efforts of their 
executives and had gathered to honor them. 

The replies made by Chairman Joyce and 
President St. John, in particular, met with in- 
stant and ready accord in the hearts of their 
audience. Mr. Joyce, accepting the homage of 
every man in the National Surety, said that it 
was not he who had made the company but 
the company employees who had made him. He 
traced the rise of the organization’s power to 
a point where to-day it is in the position of 
having written over $26,000,000 in gross pre- 
miums during 1924, and said that this success 
was due to the friends and associates who had 
labored under his direction. 

An important announcement made by Chair- 
man Joyce was the fact that E. M. Linville, at 
a meeting of the board of directors held that 
day, had been elected president of the New 
York Indemnity Company. The story of this 
election will be found on another page of this 
issue of THE SPECTATOR. 


Insurance Club of St. Louis May Disband 

St. Louts, Mo., Jan. 12—Members of the 
Insurance Club of St. Louis, on Wednesday, 
January 16, will decide whether the organiza- 
tion shall continue its existence or quietly pass 
out. The Board of Directors on January 8 
decided that the outlook for the organization 
was such that the proposition of winding up its 
affairs should be presented to the members for 
consideration. 

For four years the officers of the Insurance 
Club, with the assistance of a few of the 
members, have had a tooth and toenail struggle 
to keep it functioning. They have tried every- 
thing to keep the membership to the proper 
pitch, but failure now appears certain. 

—The Insurance Federation of New York has sent 
out notices to all its members to file opposition in 
Washington to the Fitzgerald Bill, which is again up. 




















INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’’ 
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NEW 1923-24 EDITION 


ACCIDENT INSURANCE MANUAL 


VEST POCKET SIZE 





Presents at once in a comprehensive and compact manner 
synopses of all policy forms and premium rates of the leading 
accident and health Companies. Every accident and health 
insurance agent should have this book. Entirely new in size, 


shape and arrangement of contents. 


PRICE $4.50 PER COPY 


Liberal discounts on quantity orders. 


THE SPECTATOR COMPANY | 


CHICAGO NEW YORK 

















(In Press) “Our rates no higher 
Our service better!’’ 


A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 





This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


| 
It contains many canvassing plans contributed by | 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. | 

This valuable aid to salesmanship is divided into | 
twenty chapters, each dealing with certain phases of | 
the art and practice of selling life insurance. 

Many Examples of Insurance Needs and How to 
Provide for Them are incorporated in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 





PRICE, $3.50 
Writing Casualty Insurance, | 
THE seen COMPANY Fidelity and Surety Bonds. 2 
CHICAGO NEW YORK HOME OFFICE - - - DAVENPORT, IOWA the 
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Pi |= By Joseph G. Seller fesivd the New Gord Bar 


AUTOMOBILE 


Unauthorized and invalid parts of an 
award are treated as surplusage unless they 
affect material portions of award. Apprais- 
ers’ award fixing sound value and damage to 
automobile are not invalidated by provision 
as to salvage. 

Plaintiff carried a policy on his automobile 
insuring against loss by fire. After the fire, 
there was disagreement as to the amount of 
loss, and pursuant to provisions of the policy, 
appraisers were selected to “appraise the loss 
or damage, stating separately sound value and 
damage.” 

The award of the appraisers follows: 

“We, the undersigned, having carefully ap- 
praised and estimated the damage to the prop- 
erty of Mary J. Hexter, in conformity with 
the foregoing appointment and declaration, 
hereby report that we have determined the 
actual damage thereon to be as follows: 

“On within described 
(company to pay $2,225 and to have salvage). 


automobile, $2,225 


“The sound value of said property at the 
time last preceding the fire, we find to have 
heen as follows, viz.: 

“Of within described automobile, $2,325 

As no payment was made, the plaintiff 
Defendant claimed that the 


” 


brought — suit. 
clause, “Company to pay $2,225 and to have 
salvage,” was unauthorized and improper and 
invalidated the award. Held, however, that in- 
valid portions of the award are to be treated 
as surplusage and disregarded unless such parts 
affect, to the prejudice of the excepting party, 
the portions of the award which are authorized 
and valid. As the sound value of the auto- 
mobile was fixed at $2,325 and the damage at 
$2,225, the legal rights of the parties are plain. 
The language of the appraisers in the clause in 
bisa is ambiguous and may be dis- 
regarded. The insurer has the option to pay 
the damage 
the sound value and take 


and leave the salvage, or to pay 


Defendant’s claim that plaintiff is barred by 
her neglect to offer or tender to it the salvaged 
part of the automohile is not sound. Here the 
insurer has failed to reasonably exercise its 
option and has rejected a valid award. Judg- 
ment for plaintiff affirmed. 

Hexter vs. Equitable Fire & Marine Ins. Co. 
(Supreme Judicial Ct. of Maine), rat Atl. Rep. 


Sie to 


STRIKE INSURANCE 

Under strike insurance policy, the twelve- 
month period immediately preceding the 
strike may be used as period for determining 
average of daily net profits lost during the 
strike, 

Meaning of “fixed charges” within strike 
policy explained. Policyholder of insolvent 
mutual company may not set off loss under 


the policy against assessment owing. 


The Employers Mutual Insurance & Service 
Company of Maryland was incorporated for 
the purpose of writing strike insurance. It 
operated for a period of less than a year, when 
it was so crippled by a series of strikes and 
labor difliculties as to be compelled to levy a 
special assessment of too per cent of the deposit 
premium upon each of the policyholders and, 
to prevent further loss, to cancel all outstand- 
ing policies. 

In order to settle disputes arising out of this 
situation, two cases were selected as test cases, 
by decision of which the receivers were to be 
guided in dealing with all claimants. 

Important provisions of the policy are as 
follows: 

“B. If a strike occurs during the term of 
this policy so as to cause a partial a total 
prevention of production, the company shall be 
liable for 
actual loss of fixed charges and/or net profits 


eighty per cent of the direct 


sustained not exceeding in either case the per 
diem indemnity or the total indemnity herein 
stoted: but the company shall not be liable for 
any consequential loss whatever; nor shall the 
company in any case be liable for further loss 
hereunder, when, after a strike at the plant of 
the assured covered by this policy, causing a 
total prevention of production, the average 
daily production at said plant becomes equal 
to eighty (80) per cent of the average daily 
normal production, nor shall the company be 
liable for further loss hereunder when, after 
a strike at said plant causing a partial preven- 
tion of production, the average 
tion of that part which was interrupted by the 
strie equals eighty (fo) per cent of the pro- 


daily produc- 


p rtion so interrupted.” 


“PAYMENT OF INDEMNITY 

“I, This contract is one of indemmty only, 
and there shall be no liability unless there has 
been actual loss. If the industry in which the 
plant herein described is engaged becomes ma- 
terially and generally affected by increase or 
decrease business activity during the period 
of a strike at said plant, it is the intent of this 


policy that, in the absence of direct proof of 


the actual, direct loss caused by enduring the 
period of such strike, ascertainment cf the 
actual loss shall be arrived at through due con- 
sideration of what such increase or decrease 
heen expected 
but lability 


shows might reasonably have 
during the period of such strike; 
hereunder shall in no event exceed the per 
diem indemnity, or the total indemnity herein 
stated.” 

The first question presented was “lIlow is the 
actual loss of average daily fixed 
and/or net profits insured against to be 
ascertained ?” 

What would have been the a 


is impossible of exact ascertainment, con- 


ctual net profits 


“ntly the amount of loss caused by the 


Seqic 





Ol EFO! 





strie is more or less speculative. However, 
the loss of net profits may be estimated by 
taking some other period of time in which the 
insured has been engaged in business most 
nearly resembling the strike period in sim- 
ilarity of conditions and by ascertaining the 
average daily net profits of that period. If 
the average daily net profits of the selected 
period are greater than those earned during 
the strike period, because of the strike, the 
difference therein is the loss of profits, subject 
of course to any special facts affecting the 
business of one and not the other of such 
periods. No unvarying general rule can be 
adopted because of changing circumstances 
and conclusions incident to the strike period. 

Counsel for the receivers contends that the 
first four months of 1921, immediately pre- 
ceding the strike, should be used for purpose of 
estimating average daily net profits during the 
strike period. Claimant, however, says that 
four months was too short a period upon which 
to estimate profits; and also says that this 
period was a time of great fiuctuation and de- 
pression in business, and when the sales of 
claimant were at their lowest ebb. Claimant 
contends for the twelve months of the vear 
1920, in addition to the first four months of 
1921, for purpose of estimating profits. The 
court refused to accept cither of the conten- 
tions raised by the parties and fixed the year 
commencing May 1, 1020, and ending April 30, 
1921, as the period to be used in estimating 
profits. In this selected period were included 
not only months of low profits, but several 
months of very large profits. This, the court 
held. was a sufficient amount to meet any well- 
founded, contemplated, increased profits of the 
strike period. 

The second question was, “What are fixed 
charges?” within the meaning of the policy? 

The depreciation in value of the manu- 
factured product or goods on hand was cer- 
tainly not “fixed charges.” Tixed charges are 
those which spread over the entire business, 
mortgages, in- 
terest, and the like, according to whether the 
The salaries of officials 


such as rent, insuran? + ta&Xe 


plant is leased or not. 
and emplovees, whose services can not be dis- 
pensed with, without loss to it, should be in- 
cluded in the “lixed charges.” 
\s to the third 


the Mutual Company is not allowed to set off 


uestion, the policyholder in 
losses against unpaid assessments. Tf the 
association were to permit the set-off to be 
made, it would give an unjust preference to 
one creditor over the others. The fund is to 
be paid ratably to those policyholders who have 
suffered loss within the meaning of their 
policies. 

The fourth question was whether the un- 
ve added to 
the policy, or should remain 


earned or returned premium should 
the claims under 


in the fund in which they were placed, and be 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 
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PAUL L. WOOLSTON 


| INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 
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Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 
American Equitable U.S Fire Indemnity Company 


Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa. 




















JULIAN C. HARVEY, F.A.1.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING - ST. LOUIS, MO. 
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JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 




















FACKLER AND FACKLER 


DAVID PARKS FACKLER, PF. A. 8. 
EDWARD B. FACKLER, PF. A. S. 
WILLIAM BREIBY, P. A. S. 
CONSULTING ACTUARIES 
56 BROAD STREET NEW YORK 


A. SIGTENHORST ] 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS | 
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MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 














Joseph H. Woodward ' Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


43 Cedar Street, New York 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


‘Life Insurance Service”’ 


10 So. La Saile St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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Actuarial 
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JAMES H. WASHBURN, F.A.I.A, 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes, 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Punds 








25 FRANKFORT ST. NEW YORK 
CONSULTING ACTUARY 
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Colcord Bldg., OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C, P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHI, 








ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














Consulting Engineers 











FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 


HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available . 
37 WALL ST. Tel. HANOVER 6718 NEW YORK CITY. 
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WESTERN UNION LIFE 


Licensed in Connecticut, Califor- 
nia, Colorado, Indiana, Illinois, 
Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania. South Dakota, 
Utah, Washington and Wyoming. 
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HOME OFFICE—SPOKANE, WASHINGTON 


Vice-Pres. and Gen. Mgr. 


TRUE UNCAPHER 








applied to the payment of losses. The court 
was of opinion that the unearned premiums 
should remain in the fund and be applied to 
the payment of claims. Order for plaintiff 
afirmed. 

Standard Printing & Publishing Company 
vs. Brothwell et al. (Court of Appeals of 
Maryland), 122 Atl. Rep. 195. 


—The Federal Surety Company has increased its 
capital to two million dollars, It will expand its 
operations into new territory at once. 





Statisticians 











STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 




















Whitehall 20 Vesey Street 
7796 New York 
Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 











sirable. 
Phone: JOHN 1090 
50 John St. New York City 





Becomes Assistant Vice-President of Life 
Insurance Company of Virginia 

Ed. S. Harris of Richmond has been appointed 
assistant vice-president of the Life Insurance 
Company of Virginia, the appointment becom- 
ing effective January 1, 1924. The company re- 
cently created two positions to be known as 
assistant vice-presidencies, and Bradford H. 
Walker, formerly assistant manager of the 
company’s mortgage loan department, was 
chosen to fill the other place, as previously 
announced. 

Mr. Harris was formerly secretary of the 
Life Insurance Company of Virginia, but has 
not had any official connection with the com- 
pany for several years. He was very popular 
both at the home office and in the field during 
his former tenure of office. 





PERSONAL ITEMS 





T. W. Blackburn, secretary and counsel of 
the American Life Convention, accompanied by 
Mrs. Blackburn, will sail from New York city 
on the Empress of Britain, on January 22, for 
a cruise through the West Indies, returning to 
Omaha about the Ist of March. 





S. L. Bemiss, president of the Title Insurance 
Company of Richmond, died last week, after 
a long illness. Mr. Bemiss was also president 
of the Richmond Trust Company, and was 
identified with other business interests in that 
city. He was a member of the First Presby- 
terian Church, from which his funeral was held. 
The body was buried in Hollywood Cemetery. 

R. H. Angell, president of the Shenandoah 
Life Insurance Company and the Old Do- 
minion Fire Insurance Company of Roanoke, 
Va., was one of the speakers at a supper given 
in Richmond last week, when the Richmond 
Chamber of Commerce entertained the Vir- 
sinia Legislature. Mr. Angell’s subject was 
the relation of Government and business. 

Frederick H. Kreismann, prominent in St. 
Louis insurance circles, heading his own gen- 
eral agency and also president of the St. Louis 
Mutual Insurance Company, is confined to St. 
Luke’s Hospital with illness. Kreismann is a 
member of the executive board of the St. Louis 
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Fire Insurance Underwriters Association and 
formerly was mayor of St. Louis. His many 
friends are hopeful for his speedy recovery. 

Edward B. Raub, vice-president and counsel 
of the Indianapolis Life Insurance Company, 
has been named a member of the board of 
directors of the Security Trust Company of 
Indianapolis. The banking institution now has 
surplus and undivided profits amounting to a 
sum equal to its capital stock. 

Alonzo Gore Oakley, manager of the New 
York office of the United States Fidelity & 
Guaranty Company, was the guest of honor at 
a dinner given by his associates at the Union 
League Club, that city, last week. The occa- 
sion was the celebration of Mr. Oakley's 
twenty-fifth year of service with the U. S. F. 
& G., and the home office was represented by 
President R. Howard Bland and Vice-Presi- 
dent W. W. Symington, the former presenting 
Mr. Oakley with a beautiful silver vase upon 
which was inscribed: “Alonzo Gore Oakley. 
In recognition of twenty-five years’ loyal and 
efficient service. From the officers of the 
United States Fidelity & Guaranty Company.” 
Edwin G. Babcock acted as toastmaster at the 
banquet, and the speakers were President 
Bland, Edward R. Lewis and Edmund J. Done- 
gan. The tribute to Mr. Oakley had been 
planned some time ago, but, due to the illness 
and death of Mr. Bland’s father. it was post- 
poned until the present. A book, in which the 
late president had inscribed a recognition of 
the work of Mr. Oakley, was also presented to 
him. In addition to the words of former 
President John R. Bland. the volume contains 
tributes from President R. Howard Bland and 
nearly sixty of the home office staff. 


Insurance Periodicals Consolidate 

The “Insurance World” of Pittsburgh has 
been absorbed by the “United States Review” 
of Philadelphia, according to an announcement 
made last week. With the issue of January 12 
the combined papers appeared as the “United 
States Review and Insurance World.” 

In keeping with the change, J. C. Burg- 
stresser, who was editor and publisher of the 
“Insurance World,” has been made a vice-presi- 
dent of the United States Review Publishing 
Company. The “Insurance World” was estab- 
lished in 1874 and the “United States Review,” 
which is edited by Robert R. Dearden, Jr., was 
first issued in 1868. 
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A Company 
Worth Knowing 


From coast to coast, agents speak of their 
pleasant associations with this company. 
They are proud of it, for ““‘back of each policy 
is the full strength of a powerful organiza- 
tion.” You could profit by representing it. 
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PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


508 Walnut St., Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, III. 
125 Trumbull St., Hartford, Conn. 
204-14 Pine Street, San Francisco, Cal. 
745 Georgia Trust Co. Bldg., Atlanta, Ga. 
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SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE: 
INSURANCE Co. 


MANCHESTER, N. H. 
SS — (2 








FIFTY-THIRD 
PROGRESSIVE ANNUAL STATEMENT 


January 1.1925 
CASH CAPITAL $ 2,000.000.00 
ASSETS 11,294,752.93 


LIABILITIES Except Capital 5.856.561 .84 
SURPLUS TO POLICYHOLDERS 5.398.190 .69 




















CAUSES OF DISABILITY 


As Applied Under Accident and 
Health Insurance Policies 


By C. H. HARBAUGH, M.D. 


Ex-President, American Association of Medical Examiners 


A Standard Unabridged Illustrated Work for the 
UNDERWRITING AND CLAIM DEPARTMENTS 
of Life and Casualty Insurance Companies 


CAUSES OF DISABILITY gives the synonyis, valuable 
information, signs and symptoms, the differential diagnosis, the 
period of house confinement and the probable duration of total 
and partial disability resulting from all accidents and diseases. 
It also describes the effect from diseases and accidents and 
when death occurs from poisonous substances the post 
mortem appearances are given. This book is consulted daily 
by the underwriting and claim departments of all leading 
casualty companies. 

CAUSES OF DISABILITY when properly and intelli- 
gently used will prevent the acceptance of undesirable risks 
and the paynient of fraudulent claims.) This book consists of 
seven hundred pages profusely illustrated with half-tones and 
plates in colors. It is of great value to any company desirous 
of scientifically conducting a growing accident and health 
insurance business. 

CAUSES OF DISABILITY is used aad endorsed by every 
leading casualty company in the United States and Canada. 


PRICE, PER COPY, $10.00 (Ten Copies for $85.00) 
Address all orders to the Sole Selling Agents for the Insurance World 


THE SPECTATOR COMPANY 
135 William Street NEW YORK 














Inheritance Tax Computations 


Simplified For Life 
Insurance Underwriters 


A Valuable Work On Inheritance Taxation 


By FORREST L. MORTON 
Inheritance Tax Expert 
A concise tabulation of the essential facts of laws 
relating to inheritance taxation. Invaluable for the 
use of Life insurance underwriters and others re- 
quiring accurate, easy-to-find information for quickly 
computing inheritance taxes. 


Complete to the end of the 1923 Legislative season. 


CONTAINS: 


Exact computation of tax for each State Property 
Taxable, by States, for both resident and non resi- 
dent decedents. 

Simple tables of beneficiaries. rates and exemptions. 
Taxation of life insurance proceeds; Federal income 
tax; tables and rulings; Etc., Etc. 


Price, in pocket size, $2.00 


THE SPECTATOR COMPANY 
CHICAGO Sélling Agent? NEW yoRK 
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PROBLEMS OF THE AMERICAN AGENT 


How Some of the Big Questions Are Being Solved for Him 


No one ever has taken the trouble to convince 
the public that it should apply the recognized 
standards of value to casualty and fire insur- 
ance. Every boy knows that a dollar necktie 
is more than twice as serviceable as one which 
sells for fifty cents. Every man knows that 
a $10 pair of shoes is vastly superior to a $5 
pair. Every woman knows that as to style, 
service and comfort a $50 dress is much better 
than one which sells for $25. Every experi- 
enced buyer of securities knows that.a stock 
of $100 par value selling at $150 is at least three 
times as good as a stock of the same par value 
selling at $50. 

Recognition of the fact that current prices 
in a competitive market generally offer a fair 
index of value is almost instinctive in most of 
us, 

PrincipLE SeELpoM APPLIED TO INSURANCE 

Strangely enough, however, this principle is 
far from general in its application to casualty 
and fire insurance contracts. In this particular 
field value only too often seems to be regarded 
as a minor consideration by the purchaser. To 
many a policy is only a policy, and the cheaper 
it is the better satisfied some people are that 
they actually have driven a shrewd bargain. 
The usual procedure of measuring value by 
price is ignored. And those who depart from 


Address delivered by Henry Swift Ives, secretary of 
the Casualty Information Clearing House, at the an- 
nual banquet of the Duluth (Minnesota) Underwriters, 
January 9, 1924, 


By Henry Swirt Ives 


Secretary, Casualty Information Clearing House 


this procedure are overlooking at the same time 
the obvious truth that there has yet to be in- 
vented a cheap article sold at a low price that 
has kept the purchaser convinced of its economy 
as it has gone through the test of actual ser- 
vice. There is no good reason why the public 
should not be convinced of the necessity of ap- 
plying the same tests of value to casualty and 
fire insurance contracts as it applies to the 
ordinary commodities of trade. Sound insur- 
ance is not sold down to a price. But it is 
scld up to a standard of real value in the same 
manner as good neckties, good shoes, good 
dresses and good stocks and bonds are sold. 
Unsound insurance carriers have flourished be- 
cause people have not learned to measure cas- 
ualty and fire insurance contracts by the same 
standards as they use in measuring the value 
of a pair of shoes. 


AGENTS CAN Correct SITUATION 

This situation can best be corrected by a deter- 
mined, concerted and intelligent effort on the 
part of those engaged, under the banner of the 
great American agency system, in selling real 
value insurance policies in solvent and sub- 
stantial stock companies. If people continue to 
believe that a policy is only a policy, if they 
ignore elements of value and think only of 
price, if they apply to insurance buying a dif- 
ferent principle than they apply to shoe buying, 
to that extent will promoters of various insur- 
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ance schemes, mislabeled co-operative, continue 
to prosper. And if good insurance is to be kept 
on the market it is up to the American agent 
to do everything in his power to bring to the 
insurance buyer an appreciation of the relation- 
ship of worth and price. 

There is no need of discussing the relative 
merits of stock insurance, as compared to 
mutual and reciprocal insurance. The stock 
company agent who is incapable of defending 
his business and who does not know why a 
stock policy is worth more to the assured than 
any other kind of a policy would not benefit 
now by the explanation which might be offered. 
There is, however, need for speaking freely and 
frankly at this time of the situation which the 
stock company agent faces as a result of the 
cut-throat competition of carriers which are 
co-operative in name and promotion enterprises 
in effect. 

If it were not for the American agency sys- 
tem the stock companies would not be faced 
with the problem of meeting mytual and 
reciprocal competition, for there would be no 
mutuals and no reciprocals. Any of the stock 
companies which you represent can sell sound 
insurance directly to the buyer just as cheaply, 
if not more cheaply, than any mutual or 
reciprocal can to-day sell its product. The 
American agency system does not exist because 
of any divine right. If those who belong to 
it and participate in its gains cannot justify their 








existence as agents of stock company insurance 
the whole system ultimately will be thrown into 
the discard. Whatever initial saving a buyer 
of casualty or fire insurance may make by join- 
ing a mutual or reciprocal organization is almost 
analogous to the amount which the stock com- 
pany pays to its agent for his work and ser- 
vice. Only the most adventuresome of the 
so-called co-operatives dare to cut stock com- 
pany rates more than 20 per cent, and that is 
about the average commission of a stock agent. 
Recently an Eastern mutual, long one of your 
most severe competitors, announced a cut in its 
so-called dividend rate from 30 to 20 per cent 
and the new rate just about equals the surcharge 
en a stock policy for agency service. 

These axiomatic statements which I have just 
made are not new, but the issues which they 
raise are seldom discussed. I can see no reason, 
however, why these issues should be avoided. 
And before going further let it be remembered 
and thoroughly understood, that a stock com- 
pany dealing direct with the insurance buyer 
not only can compete with the so-called co- 
operatives on their own price level, but can 
drive all of them out of business by providing 
a vastly superior article, the same article which 
you agents are now selling. 

It is, therefore, distinctly up to the American 
agency system to justify by its service its worth 
to the insurance buyer. The stock companies 
cannot by manifesto make their agents worth 
their hire. No outside influence can come to 
their rescue. The big end of this fight is up 
to them alone. If they make the proper effort 
they are sure to win. But if they throw their 
cars away and start to drift on the wild sea 
of competition, the tide of organized and self- 
centered opposition will wreck them on a barren 
coast. The result is as inevitable as death 
and taxes. 


System WIL Justiry ITSELF 


I am more than confident that the American 
agency system will justify itself. It has made 
great strides forward recently. Its members 
are taking a livelier interest each year in the 
economics of insurance. They are availing 
themselves in ever-increasing numbers of the 
educational advantages offered to them by the 
companies separately and through such organ- 
izations as the Casualty Information Clearing 
House, the National Board of Fire Under- 
writers, the Insurance Federation of America, 
the National Board of Casualty and Surety Un- 
derwriters, the Workmens Compensation Pub- 
licity Bureau and the like. 

But what is even more important, stock com- 
pany agents are keeping track of insurance 
affairs outside their own territory by subscrib- 
ing to the insurance press more generally than 
before and by actually reading these papers. 
And if the time ever comes when every repre- 
sentative of the American agency system buys 
and reads one or more of the standard insur- 
ance publications each week, the exact instant 
of that accomplishment will, in my opinion, 
mark the passing of the problem of mutual and 
reciprocal competition. That is what I think 
ot the influence of the insurance press as a 


THE SPaeCrTarOn 


FIRE AND CASUALTY SECTION 


stimulative and educational institution, and I 
am sure my optimism is well founded. 

No mutual or reciprocal blandishments or 
arguments can in the long run prevail against 
the stock company agent who knows his busi- 
ness from the ground up. Education is perhaps 
more important as an asset to the insurance 
salesman than it is to any other kind of a sales- 
man. And in addition unintelligent insurance 
service and counsel is not what the buyer wants 
or pays for. In this game, as in other similar 
games, those without the desire to learn or the 
ability to learn must sooner or later pass out 
of the picture. If the American agency sys- 
tem does not grade high in the intelligence test 
which competition applies, it is doomed. 


Srock Acent Has Every ADVANTAGE 

The stock company representative has every 
advantage except price, and that can be taken 
from the opposition when the public learns what 
constitutes value in an insurance contract. He 
is backed by a sound, solvent company which 
will continue indefinitely as a going concern. 
He is selling an article of the highest possible 
quality. He need have no fear that an unusual 
catastrophe will endanger him, his clients or 
his company. He is made confident by the 
knowledge that his patrons never will be 
assessed to pay losses and that the first cost 
of the policy he sells is the last cost. He stands 
for the only business system which ever has 
been successful in insurance or any other line; 
and that is the system which recognizes the 
eternal truth that there is no justification, prog- 
ress or glory in any scheme of carrying on the 
work of the world without some profit for 
the workers. 

With this as a background there is no reason 
why the American agency system should not 
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survive if its representatives are willing to 
put in the time and effort necessary to save 
themselves. 


Cost or DISTRIBUTION COMPARED 

In every business there is a considerable cost 
of distribution. Retailers, depending upon the 
class of commodities handled, mark up prices 
from 15 to 40 per cent, and perhaps more, 
Wholesalers add a smaller per cent. The manu- 
facturer must have his profit, and the producers 
of raw materials, transportation agencies and 
others all come in for a goodly slice of the 
buyer’s dollar. 

If the stock insurance agent averages 20 
per cent on what he has to sell he is doing 
well. From this he must deduct all of his ex- 
penses. And there are no other intermediate 
agencies between the producer, which in this 
case is the company and the buyer. There are 
ne transportation charges, no manufacturers’ 
costs and profits. The agent practically stands 
alone between producer and consumer. Surely 
if a retail merchant can justify a 25 per cent 
profit and expense addition to the cost to him, 
already heavily loaded by other prior charges 
of the same nature, the stock insurance agent 
can justify his worth in our economic scheme 
of things. If he is unable to do so he might 
as well quit. 


Quite True 

“T prided myself,” said the bric-a-brac lady 
claimant for five removal damages, “on having 
twice as many pieces of rare old crockery as 
any one in town, and it almost broke my heart 
to see this breakage.” “But,” said the com- 
forting adjuster, “you have a good many more 
pieces now than you had before.”—Glens Falls 
Now and Then. 








Nie wolno palic 
VIETATO FUMARE__ 
NEVALE AUKYT 


TILOS A DOHANYAS — 
Rlauchen Ver boten_ 


Bocnpewaetcr KYPHTb 
DEFENSE de FUMER..... 


ANATOPEYETAI T0 KATINIXMA 











KADITI PREPOVEANO _ + 
Esta Prohibido Fumar 


IN OTHER WORDS 


NO SMOKING 


MLB H. 
TH MATTCR 
Uh OpEL .... 


SNS PIP soni 
PIT WS By yyy 


HEBREW 


ROKNING FORBJUDES 
ROGNING FORBUDT *==" 


Nas Fumes Mais 


Portuavese 


Duhani Esht i Ndaluar 


ALBANIAN 




















National Fire Protection Association 
40 Central Street, Bodtou, Mase. 





ee 





Tuts Is A REcENT Poster Issuep BY THE NATIONAL Fire Protection AssoctaATION—IT Is 
Very CoMPLETE 


34 








Jan 





The 
the < 
In 
rates 
Ra 


Ha 
Bri 
Fu 
Fo: 
per a 


Ha 
Bri 
Fu 
Fo: 


per a 


Ha 
Bui 
and | 
Fu 
For 
per a 


Ha 
Sli 
Fur 
For 
per al 
All 
in wh 
be ch 
of th 
The 
in wh 
to wi 
sulphi 
lookit 
injury 
Bui 
extra 
dresse 
make 
sugar 
mills, 


Th 
thous 
becar 
lectin 
then 
matic 
pany 
exhih 





say 


g to 
save 


- COst 
n the 
Irices 
more, 
lanu- 
ucers 
_ and 
f the 


S20 
doing 
S @Xx- 
diate 
this 
e are 
1rers’ 
tands 
urely 
cent 
him, 
arges 
agent 
‘heme 
night 


lady 
aving 
“y as 
heart 
com- 
more 


Falls 








- 


Is 








January 17, 1924 


THE SPECTATOR 


FIRE AND CASUALTY SECTION 











YUM 







HE first fire policy issued by the Insurance Company 
of North America was on December 10, 1794. It covered 
$8,000 on dry goods for three years, the rate being 30¢. 
The total premium was $64; therefore the term rate was 2 2/3 
the annual rate. 
In 1806, the proposals put forth by the company show the 
rates and classifications which were adopted at that time: 
Rates of annual premiums to be paid for assurances against fire. 


NumgsBer I 

Hazards of the first class, viz: 

Brick or stone building, covered with tile, slate or metal. 

Furniture or merchandise, not hazardous, contained in such buildings. 

For sums not exceeding 10,000 dols. in one risk, from 25 to 30 cents, 
per annum per 100 dols. 

Numser II 

Hazards of the Second Class, viz: 

Brick or stone buildings covered with boards or shingles. 

Furniture or merchandise, not hazardous, contained in such buildings. 

For sums not exceeding 10,000 dols. in one risk, from 30 to 40 cents 
per annum per 100 dols. 

Numgser III 

Hazards of the Third Class, viz: 

Buildings the walls of which are partly constructed with bricks or stone, 
and partly with wood. 

Furniture or merchandise contained in such buildings. 

For sums not exceeding 10,000 dols. in one risk, from 40 to 50 cents 
per annum per 100 dols. 

NuMBER IV 

Hazards of the Fourth Class, viz: 

Slight wooden buildings covered with boards or shingles. 

Furniture or merchandise contained in such buildings. 

For sums not exceeding 10,000 dols. in one risk from 75 to 100 cents 
per annum per 100 dols. 

All buildings adjoining to or situated near to hazardous buildings, or 
in which hazardous goods are kept, or hazardous business carried on, will 
be charged at an extra premium; subject to such variations as the nature 
of the risk may require. 

The following articles are deemed extra hazardous, and also buildings 
in which they, or any of them are contained, though in various degrees, 
to wit: Pitch, tar, turpentine, rosin, wax, tallow, oil, ardent spirits, 
sulphur, hemp, flax, cotton, glass and chinaware, especially if unpacked, 
looking glasses, jewellery and all articles more than commonly liable to 
injury by wet, sudden removal, or theft, or on an alarm of fire. 

Buildings in which the following occupations are carried on are also 
extra hazardous, to wit: Tallow-chandlers, brewers, hemp and flax 
dressers, painters, coopers, carpenters, cabinet-makers, coach or carriage 
makers, malthouses, bakers, ship-chandlers, boat builders, rope makers, 
sugar refiners, distillers, chymists, varnish or turpentine works, theatres, 
mills, and machinery generally. 


THE STATISTICAL BASIS 
The company that was organized in Boston, Mass., in 1797 
though intended to operate throughout the state, is interesting 
because of the fact that it shows the method adopted for col- 
lecting information as to losses which had occurred by fire and 
then basing the plans of the proposed company on that infor- 
mation. It was known as the Mutual Fire Insurance Com- 


pany and the first page begins with the following statistical 
exhibit and rates: 


THE MAKING OF THE EIRE INSURANCE RATE 


Ldward Pf. Hardy, Issi stant pa. New. York Fire Insurance Lxchangev 
Tenth Article 
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Mansion house supposed to be in Boston............ 2,500 
stores aml other bedthlingse.. ....ensiccestcesadoan 2,000 
4,500 


Admitting that 1,500 buildings should be insured in this 
Company, valued at Dol. 2,000 each 4-5th only insurable; we 
then say: 1,500 buildings, valued in policies at Dol. 1,600 each 
will amount to Dol. 2,400,000. 

Dol. 2,499,000 being then at hazard, adequate funds are to 
be sought. 

To effect this, divide the buildings into six classes, with the 
rates of hazard affixed to each, as follows: 

Class I, upon each Dol. 100—35 cents; Class 2, upon each 
Dol. 100—37'% cents; Class 3, upon each Dol. 100—40 cents; 
Class 4, upon each Dol. 1oo—42™% cents; Class 5, upon each 
Dol. 100—45 cents; Class 6, upon each Dol. 1t00—50 cents. 

An extensive argument is then submitted to show that the 
proposed rates will be sufficient for the purpose contemplated, 
the final sentence of the argument reading as follows: 

The funds here produced will support the loss of 94 1-16 Houses in 7 
years—annually 13 7-16. 

Supposing our absolute funds in 7 years should accumulate 50 per cent. 
making 25,000, we could then support the loss of 109 11-16 Houses, taking 
the intermediate time we could then support 1o1 14-16; nearly 15 annually. 


Following this, statistics of similar enterprises in England 


and different parts of the United States are set forth: 


In England the loss of buildings by accidental fire only, is estimated to 
be annually 1 house in a 1,000. Their buildings are of stone, or brick, and 
their fuel sea-coal. 

In Virginia, 1794, in their incorporation, they have established 8 rates. 
Their 4th is estimated at D. 2.50 upon 100 D. and members subjected to 
pay all losses by an assessment, in case the funds should be insufficient. 
The property insured is pledged. Their funds are increasing. 

In New York and Norwich, in their Incorporations, they have 7 
rates. Their 4th is 30 cents upon 100 D.; and they deposit 4 times the 
amount—subjected to pay in case of loss, beyond the funds, 50 cents upon 
100 D. for each fire. Their funds are increasing. 

The argument is concluded by showing the losses which have 
occurred through a period of thirty-eight years. The source 
of this information and the result as presented in the report 
reads as follows: 

This being granted, we have recourse to the records of the Historical 
Society and recollection, which show from the following statement that 
our calculations are sufficiently accurate to answer our purpose. 

In Boston for the term of 38 years, there have been 361 Houses and 
335 Stores consumed by fire, and, the whole number of buildings, at that 
time, standing, upon an average, in this town, have been about 3,000. 

Then we say, the loss sustained in 38 years, upon 3,000 buildings, has 
been 18 12-38 per annum, and upon 15,000 9 6-38. 


The argument then concludes in these words: 


Upon principles here laid down, it appears that the funds are adequate. 
Each member knowing at all times the amount at hazard, the state of the 
funds; and having a share in creating officers to superintend those funds, 
the plan is safe. 

Other Insurance Companies wear a different aspect. They insure to an 
amount unknown to the insured—and they (The insuring) at fixed 
periods, divide the profits. This gives us not the power of arresting 
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Eagles Coin in their flight. It simply gives the chance of domesticating 


those we have. 

The rest of the pamphlet is taken up with the articles of 
incorporation and the general method of conducting the busi- 
ness, none of which is germane to our purpose. 


IN THE City oF NEw YorkK 
The beginning of Insurance in the City of New York dates 
from 1787, when a Mutual Assurance Company was organized. 
It enjoyed the proud distinction of having Alexander Hamil- 
ton on its Board of Directors and he drew up the Deed of 
Settlement as it is termed. 
The twenty-second paragraph of this article and the twenty- 
third deat with the question of the classification of properties 
for rating purposes. These read as follows: 


RATE OF PREMIUM AND DEPOSITS FOR INSURANCE. 

TWENTY-SECOND. That for and upon insuring all houses and 
other buildings, built of brick or stone, with party walls carried twelve 
inches or upwards above the roof, and covered with tiles, slate, copper, or 
other safe materials, the premium shall be three shillings upon every 
hundred pounds, and the deposit twelve shillings upon every hundred 
pounds insured ; that for and upon all houses and other buildings, that are 
built of brick or stone, and covered with tile, slate, copper, or other safe 
materials, but without such party walls as above described, the premium 
shall be four shillings, and the deposit sizteen shillings upon each hundred 
pounds insured, that for and upon all houses and buildings built of brick 
or stone up to the roof. but covered partly with tiles, slate, copper, or 
other safe materials, and partly with shingles, the premium shall be five 
shillings, and the deposit twenty shillings for every hundred pounds in- 
sured, that for and upon all houses and other buildings, the outside walls 
of which are built of brick or stone up to the roof, and which are covered 
wholly with shingles, the premium shall be six shillings; and the deposit 
twenty-four shillings, for every hundred pounds insured; that for and 
upon all framed houses and other buildings with brick or stone fronts, 
and the other sides filled in with brick, the premium shall be seven shil- 
lings and the deposit twenty-eight shillings, for every hundred pounds 
insured; that for and upon framed buildings filled in with brick, the 
premium shall be eight shillings, and the deposit thirty-two shillings, for 
every hundred pounds insured; and that for and upon wooden buildings, 
the premium shall be ten shillings, and the deposit forty shillings, for 
every hundred pounds insured; which several premiums aand deposits, 
shall be for the whole term of the respective Insurances. 
Houses IN WHICH HAzarDoUsS TRADES ARE CARRIED ON, How INsuRED. 

TWENTY-THIRD. That no sugar house, brew house, bake house, still 
house, cooper’s or joiner’s shop, or other house or shop, wherein any of 
the hazardous trades or businesses following are carried on, to wit, chem- 
ists, ship chandlers, tallow chandlers, stable keepers, tavern keepers, prin- 
ters, malt driers, oil or colour men, or which are used as stores for the 
following hazardous goods, to wit, hemp, flax, tallow, pitch, tar, turpen- 
tine, rosin, gunpowder, spirits of turpentine, shingles, hay, straw, fodder 
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of all kinds, and corn unthrashed, shall be insured in this society, by on 
such terms only as shall or may be specially agreed upon by the Directors 
and no policy shall extend or be construed to extend to any of the houses 
buildings, or risque mentioned in this article, unless the same is expressly 
mentioned in the policy, and a proportional premium and deposit paid 
nor shall any policy extend or be construed to extend to any losses that 
may arise or happen by means of any invasion of the said city, or apy 
insurrection of the citizens of the state of New York, or any other of the 
United States, nor to any house or building in which more than twenty. 
eight pounds of gunpowder shall have been at, or immediately before the 
time that the same house or building was burnt; and although it has been 
thought proper to set down a general rule for other risks than those par. 
ticularly hazardous ones before enumerated, yet if any house or building 
shall from situation or other circumstances appear to the directors ey. 
posed to greater hazard than houses or other buildings insured, in genera{ 
falling under the same class or description, the directors for the time 
being shall have, and they are hereby declared to have a discretionary 


“power, either to require a larger premium and deposit for insuring the 


same, than is herein before mentioned for buildings of the same class or 
description, or wholly to refuse insuring the same, as they shall judge ft 
and advisable. 


On the last page the probable cost of insurance is illustrated 


by an example; 
The expense therefore of insuring three hundred pounds for seyeq 
years in a building as described in class No. 5, will be as follows: 


Premiutn on £300, at-7 per cents... cc... sec caeeecaees LN D0 
Denositat 25 Per Cento ccec cere ia apace ec ceie arsvateieceiare.e Ai 40 
ONG Ye ers aco s sei ale eel aiceceeral oe he suas Peseta eens 0 8 0 

£5 13 0 


If the amount of the Premium is found sufficient to pay 
the losses by fire, and the incidental expenses of the Office, 


the whole of the deposit to be returned, is.............. £4 4 0 


£1 9 0 

Therefore the expense of insuring £300 for seven years, may not inall 
probability exceed one pound nine shillings. 

Before proceeding to take up the development in the nine- 
teenth century it is well to point out that the matter thus far 
submitted, showing the beginnings of insurance on this con- 
tinent down to the nineteenth century, followed very closely 
the practices which had been developed in Great Britain, even 
going so far as to take over bodily the classification system 
for buildings and contents as hazardous, extra hazardous and 
specially hazardous. This fact is worthy of emphasis because tt 
shows that the early underwriter must have been in touch with 
the work in Great Britain and shaped his plans very largely 
thereby, but adapting them, of course, to the conditions on 
this continent. 





BROADCASTS INSURANCE TALK 
W. L. Barnhart, Speaking from Station 
WEAF, Gives Information on Check 
Alteration and Forgery—Issues 
Warning to Business Men 
W. L. Barnhart of the forgery bond depart- 
ment, National Surety Company, entertained a 
large radio audience on Wednesday evening of 
last week and at the same time issued a warn- 
ing tc business men throughout the United 
States. Mr. Barnhart, lecturing through Sta- 
tion WEAF in the American Telephone & Tel- 
egraph building, New York city, discussed the 
subject of check alteration and forgery in- 
surance in its effect on the financial structure 
of the country and gave some interesting es- 


timates of the losses which occurred from this 
source during 1923, as well as a forecast of 
what may be expected during 1924. 

The year 1923, said Mr. Barnhart, produced 
the most gigantic forgery plot in all history 
and, in addition, witnessed more forgery cases 
in which the loss totaled $100,000 than any 
other twelve-month period. The attempted 
fraud by which a gang of forgers sought to get 
four million dcllars in Wall Street through the 
mailing of bogus orders to purchase stock for 
out-of-town banks was reconstructed by the 
speaker during his talk, and he indicated that 
there were many other notable cases in which 
vast sums were lost and which, because of cir- 
never made known.  Mlr. 


cumstances, were 


30 


Barnhart issued a solemn warning to the busi- 
ness men of the United States to protect then 
selves against the nefarious acts of the check 
forger and manipulator by the purchase 0! 
adequate insurance to cover the risks. Out 
lining some suggestions which would reduce the 
number of forgeries committed each year, the 
lecturer said: 

Business men often ask what precautions they 
should take to protect themselves from. this 
army of check crooks. Here are a few of the 
things they should be most careful about: 

(1) Never cash a check for a stranger. 
this simple rule were scrupulously observed tt 
would end at once a great portion of our at 
nual forgery loss. 

(2) Never let anyone else check up you 
bank book with cancelled vouchers returne 
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from the bank. This is the one job that every 
business man should do personally. 

(3) Never sign a check in blank or make it 
out payable to “cash” or “bearer.” 

(4) Never leave your check book or can- 
celled vouchers where anyone else can get hold 
of them. 

(5) Never accept a check because it looks 
businesslike. Crooks are now counterfeiting 
checks of well-known concerns. 

(6) Never assume that a bank certification 
stamp makes a check safe. These certifications 
are being counterfeited by crooks. 

(7) Never do what a stranger suggests in 

order to identify him. He probably has an 
accomplice at the other end of the line to give 
you the information you desire. 
“ (8) Be sure to provide a safe place for de- 
livery of your mail. Do not depend on the 
type of box that can be easily opened by a 
crook. 

(9) Always write your checks carefully with 
ink, typewriter or checkwriter. Begin each line 
at the left-hand side and leave no spaces be- 
tween your words. 

(10) Finally, after you have taken every 
precaution you can think of, make your bank 
account absolutely safe by taking out a forgery 
bond of adequate size. Insurance is the only 
method which will afford absolute protection— 
and what good business man will be satisfied 
with less than complete protection upon his 
liquid capital, the most essential factor in 
modern business? 

The difficult thing about apprehending crim- 
inals engaged in forging or altering checks, said 
Mr. Barnhart, was that such malefactors rep- 
resented the most brainy type of evildoers and 
were expert at eluding detection until it was 
too late to recover the moneys lost by their 
machinations. The speaker closed his instruc- 
tive talk by saying: 

Estimates of the total forgery loss of 1923 
have not as yet been issued, but it is quite cer- 
tain that they will show a considerable increase 
from the previous year, and I would not be sur- 
prised if they neared the $200,000,000 mark. For 
the New York city area alone, I have heard 
estimates as high as thirty million. 

The thought that more than one-half a mil- 
lion dollars a day is lost to forgers and check 
artists is appalling, especially when it is re- 
membered that most of this might be avoided 
by greater care plus the protection of modern 
insurance. 


“Centenary of Insurance and Financial 
Wisdom” 


Bearing the above title, a book has just been 
issued by the General Fire Assurance Com- 
pany of Paris, dean of French fire companies. 
The book, which covers the years from 1819 
to 191g, deals with the foundation of the com- 
pany and the part it has played in providing 
Protection to the insuring public during the past 
century, 

There is included an introduction which out- 
lines the ancestry of the General Fire and gives 
a intimate glimpse of the characters who 
founded it. The chapters throughout the vol- 
me, which contains about 150 pages, deal with 
the creation of the company, the operations of 
the organization, the detail of the home office 
and a study of the personnel. Data relating to 
tev and old French insurance companies, as 
Well as several photographs and charts, are 
appended to the book, which, in every way, does 
tredit to its publishers. 
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Four Clever Selling Stunts That Have Sold 


Insurance 


By Frank H. WILtIAMs 


A successful Middle Western insurance sales- 
man was trying to get the manager of a week’s 
Chautauqua to take out rain insurance. The 
Chautauqua was being staged under the auspices 
of the local University Club and the man who 
was being solicited was the chairman of the 
University Club’s committee having charge of 
the event. 

“Oh, piffle,’ said the Chautauqua man after 
the insurance salesman had solicited him sev- 
eral times, “since you’ve been talking rain in- 
surance I’ve gone to the local weather bureau 
and looked up the records and } find it hasn’t 
rained more than a fraction of an inch during 
the week when we are going to have the 
Chautauqua during the past ten years. And 
when it has rained its been mainly at night, 
after the hour when our meetings would be 
over. Why should we waste money paying for 
insurance when we don’t need it?” 

At first glance this looked like something of 
a facer for the and for 
the moment he had no come-back, but he deter- 


insurance salesman 
mined to make the sale if it was the last thing 
he ever did. 

3ut how to make the sale? How to convince 
the manager of the event that he should take 
out the insurance? 

The salesman finally decided that just as the 
local weather had the 
Chautauqua manager that he didn’t need insur- 
ance, so the weather records could be used to 
convince the manager that he should buy rain 
insurance by all means. Accordingly the in- 
surance salesman also went up to the office of 
the local weather bureau and spent a couple of 
hours going through the records. But what 
he found wasn’t very encouraging as the rec- 
ords showed there hadn’t been a severe rain in 
the Chautauqua week for over twenty-five years. 

For a while the salesman was much discour- 
aged, but then he hit on a good idea and went 
to the Chautauqua manager with this argument: 

“You didn’t go far enough back in looking 
through the records up there in the weather 
If you’d gone farther back you’d have 
seen that there hasn’t been a severe rain in 
Chautauqua week for twenty-five years. But 
a quarter of a century ago there was nothing 


records convinced 


bureau. 


but rain during that entire week.” 
“Ah, vou see,” said the University Club man. 
“Yes, T went on the salesman, “that 
each year the risk of a heavy rain in Chautauqua 
week is The fact that the 
rains have held off so long during this particu- 


see,” 
getting greater. 


lar week makes the chances very great that 
there will be rain this week. And if it does 
rain it'll rain hard and drown you out. Now 
that’s all I’m going to say about the proposition 
but if I was in your place I’d grab off rain in- 
surance for the week—-now!” 

And the Chautauqua manager saw the point 
and bought the insurance at once. 


CompeTITION WitH A BANK 
“T was up against a pretty stiff proposition 


37 


not so very long ago,” said a fire insurance 
salesman. “I had worked out a sprinkler sys- 
tem for a local manufacturing company and 
had been handling all their insurance problems 
for a number of years. Undoubtedly I'd put 
more time on the matter than any other insur- 
ance man would have given to it and I’d saved 
them a lot of money. 

“Not so very long ago the president of the 
company died and it was found that the com- 
pany was in rather bad shape. So the bank 
which had loaned it a lot of money virtually 
took over the plant and put in its vice-president 
as manager, although, of course, he still retained 
his job with the bank. This man was also a 
director of a local trust company and _ this 
trust company had a new insurance department. 
So what did this man do but start to throw 
all of the company’s insurance to the trust 
company. He simply gave them my policies as 
they expired and told them to meet the pre- 
miums I’d worked out for the various policies. 

“All of which made me pretty sore, as it 
meant that the trust company was cashing in 
on the hard work I’d done in getting the con- 
cern’s insurance into good shape. 

“But what could I do about it? 

“T determined to do something. I wasn’t go- 
ing to sit still and see all that business I’d 
worked so hard on get away from me with- 
out a struggle. So I sat down and did some 
thinking and as the result of this thinking I 
got an idea. 

“As the result of the idea I went to the bank- 
er-manager and said this to hin: 

““T haven’t come here to howl about the 
way you're giving the insurance business of this 
company to the trust company instead of to me. 
I’ve come here to show you that it isn’t good 
business to keep on giving them the insurance.’ 

“This interested the banker. 

“What do you mean?’ he asked. 

“‘T mean that I’m an insurance expert on 
this plant. I know more about the insurance 
of this business than other man in the 
world. I know it because I’ve studied it so 
thoroughly. I know where it will be possible 
in the months to come to reduce premiums 
hy doing certain specific things. I’ve got the 
knowledge that will mean money to the plant 

*1 which no other man could get without a 
similar amount of study which would take him 


any 


years. 

“‘Now, listen, you hire experts in other lines 
for this business—expert sales manager, expert 
production manager and so on. Why not also 
hire an insurance expert when it won’t cost 
you a cent to do so but will actually mean a 
saving to the company?’ 

“T’m glad to say that the banker-manager saw 
the point and that now I’ve got that company’s 
insurance back again.” 


A Bit oF Quick THINKING 
An automobile insurance salesman was trying 
to sell full coverage to the owner of a high- 








priced automobile which had just been bought. 
“No, I don’t want the whole thing,” said the 


car owner. “All that I want is fire and theft. 
There isn’t much chance of property damage, 
liability and so on with a good driver like my- 
self. You see I drive the car myself all the 
time.” 

“Are you sure you're so very careful all the 
time?” 

“Yes.” 

“I’m not so certain about it,” replied the in- 
surance salesman. “You're willing to take a 
chance on not having full coverage, so it looks 
to me like you’d be apt to take a chance when 
driving. And it is the man who takes chances 
who gets into trouble.” 

The prospect looked surprised at this way 
of putting the proposition. Then he smiled 
slowly. 

“You win,” he said, “T’ll take the whole thing.” 


“Don’t Hepce Your Bets,” Saip Tuis 
SALESMAN—HE CLOS=D 

When a fire insurance salesman approached 
a crabbed old owner of a number of brick 
homes who was carrying a good line of insur- 
ance with the salesman, the owner declared that 
he was going to cut down his line. 

“What’s the use of paying out so much money 
for insurance?” the owner exclaimed. “I’ve 
never had a fire and I’m not going to have a 
fire. The habit of having fires is dying out.” 

“Tf you feel that way about it,” said the sales- 
man, “I’d cancel the whole line if I were you. 
You’re not the sort of a man to hedge your 
bets. Either complete protectfon or no pro- 
tection !” 

The prospect looked surprised at this. 
he smiled grimly. 

“I get the point,” he said. “I wouldn’t do 
without some insurance, so why not cover my 
property completely? I’ll renew the policies 
just as they formerly were!” 


Then 


The Convention Year Book 

The Convention Year Book for 1923 has 
been issued, by the Convention Year Books 
Company, in two volumes, one devoted to life 
insurance and the other to fire and casualty in- 
surance. Each of these volumes comprises 
nearly 500 pages of extracts from the addresses 
of the principal speakers at the important con- 
ventions of the year. The purpose is to give 
the essential message conveyed by the speaker, 
with his principal thoughts and arguments. The 
matter is so selected and presented as to enable 
the insurance man or the student to have ready 
access to the views of leaders in the business 
upon various phases of insurance theory and 
practice, as expressed before important bodies 
of underwriters. The price of each volume 
is $3. 

Mortality and Birth Statistics 

The Bureau of the Census has issued its 
seventh annual report upon Birth Statistics for 
the birth registration area of the United States, 
1921, and also its Bulletin No. 152, relating to 
Mortality Statistics, 1921. hese reports pre- 
sent statistics relating to the subjects named in 
almost every conceivable relationship. 
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Fiduciary Suretyship 


By Jarvis W. Mason 
Vice-President, American Surety Company 


A number of years ago there died in a South- 
ern city a gentleman who had met with con- 
siderable success in life, whose wife, in his 
opinion, had not developed sufficient business 
knowledge to handle his funds. Arrangements 
were made whereby a bank official of wealth 
who had been advisor of the gentleman when 
he was alive continued to be the advisor of 
the family as to business transactions. In addi- 
tion to the funds provided for the support of 
the widow, the father left each of his four chil- 
dren real estate, securities, et¢., to the amourit 
of $350,000 or $1,400,000 in all. The estate was 
invested in real estate, mortgages, securities, a 
blacksmith’s business, and certain other invest- 
ments. The mother was appointed guardian of 
each of the children and executed her official 
bonds as such with a surety company as surety 
thereon. She entered into an agreement with 
the surety providing for what is known as joint 
control of the assets of the estate; that is, the 
assets were to be so deposited that they could 
not be disposed of except with the consent and 
approval of the surety. The surety retained, as 
its representative to exercise such authority, 
the same bank officer as had been financial ad- 
visor of the deceased father, and the estate was 
placed under the control of this gentleman. 
The banker roughly figured that at 4 per cent 
the income of each ward would be about $14,- 
000 per annum; and as there was no difficulty 
at that locality in making investments at 5 
or 6 per cent, he decided $12,000 a year for 
each ward would be a reasonable allowance. 

He carefully conserved the estate, and admin- 
istered it, and paid over $12,000 for each ward 
to the mother for their support. The mother 
industriously spent this sum. This continued 
for about eight years until upon two wards’ 
arrival at maturity and demanding an account- 
ing it was discovered that the principal of the 
estate had been materially impaired and no one 
seemed to be able to account therefor. All of 
these facts having been furnished, the surety 
sent one of its officers, who was a certified pub- 
lic accountant, with another accountant, to in- 
vestigate and find out, if possfble, the amount 
that was missing and the cause thereof. 

It may be said in the beginning that there 
was no suspicion as to the integrity of either 
the guardian or of her financial advisor. Their 
reputations were of the best. 

No records had been kept of the proceedings 
except an accuruate cash book showing the cash 
received from all sources and the cash paid 
out; and there was the initial inventory, but no 
inventory of the estate on hand. A careful 
analysis of the cash separating corpus from 
income, and separating it as to the different 
classes of investments, very soon established a 
closing inventory. The difference showed the 
amount of the shortage of the corpus. 


Address delivered from the broadcasting station of 
the American 
(WEA 
January 8. 


Telephone and Telegraph Company 
F ), New York city on Tuesday evening, 


38 


IncoME Not Up to EXPECTATIONS 

Also it became apparent that the income of 
the estate instead of being something more than 
$14,000 a year for each ward, averaged some- 
thing less than $7000 per year for each ward. 
As the income was as expectea in the beginning, 
and at the end of the period was much larger 
than the average, it was soon discovered that 
for two or three years, during two of which a 
yellow fever epidemic had raged in the city 
where the estate was located, there had been 
little, if any, income; for the houses were 
vacant, so were the houses upon which the estate 
held first mortgages. The interest on the mort- 
gages had not been paid. Taxes and repairs 
had to be attended to just as if the houses were 
occupied. These and the sales made necessary 
in order to realize cash had resulted in a net 
loss to the corpus of the estate of each ward 
of about $60,000, or approximately $240,000 
in all. 

By the time these facts had been ascertained 
all of the wards but one were of age, and that 
one was in his twenty-first year. It was appar- 
ent, and the wards did not dispute it, that all 
of the money spent had been spent on their sup- 
port, education and entertainment. Their com- 
plaint was that they should not have been so 
lavishly supported if the income was not suffi- 
cient for that purpose, and that they were en- 
titled to the original corpus of the estate unim- 
paired when they arrived at majority. With 
the approval of the court on behalf of the one 
who was still under age and with the consent 
of the three who had arrived at majority, an 
adjustment was made whereby the surety com- 
pany paid a considerable sum, the banker who 
was advisor and through whose error the loss 
occurred, paid a larger sum and the wards con- 
sented to lose a part of the amount so that the 
whole matter might be adjusted. 


ADVANTAGE OF CoRPORATE SURETY 

Suppose some friends of the mother had 
signed her guardians’ bond as surety? I wonder 
if they would have paid as cheerfully their 
share of the loss, T wonder if the wards would 
have felt the same liberty to demand it of their 
mother’s friends as they did to demand it of the 
surety company which received a premium for 
its services? 

A fiduciary bond is conditioned for the faith- 
ful performance of his duties by a trustee of 
an expressed trust. Sometime the trustee is ap- 
pointed by will or deed. Frequently he is ap- 
pointed by the court. Sometimes he represents 
the State. Always and all the time there is a 
trust expressed either in a specific document or 
by law, and the trustee is under obligation 
to perform that trust. 


Trusts Covered BY Fipucrary Bonn 
Such trusts classify themselves under two gen- 
eral heads. One where the duty of the trustee 
is to reduce the estate to cash or some dis- 
tributable form and distribute it among those 
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entitled thereto as soon as that may be done 
with due regard to the rights of all parties. 
Another covers cases where the trustee is to 
retain possession of the corpus of the trust 
estate, to invest and reinvest it from time to 
time, attend to the maintenance thereof and 
distribute the net income, or some part there- 
of, among those entitled thereto, until the hap- 
pening of a contingency which shall terminate 
the trust, and then to distribute the corpus 
among those who shall at that time be entitled 
thereto. In the first class there are two promi- 
nent divisions—trustees handling estates of 
decedents for the purpose of immediate dis- 
tribution; these are generally known as admin- 
istrators. If there be no will they are appointed 
by court, if there be a will they are named 
in it and called executors. The other division 
includes those whose function it is to take 
possession of a business and administer and ulti- 
mately distribute it among creditors or owners 
or others who may be entitled thereto. 

In either case the trust is likely to continue 
for a short time only, probably no. over two 
or three years. In the case of an estate of a 
decedent, the most difficult operation will be to 
reduce the estate to cash; or, if all investments 
are not disposed of, to arrange so that the in- 
vestments will be capable ef equitable division 
among the parties entitled tc share therein. 
Generally, the trust will continue for at least 
a year in order to furnish sufficient time for 
creditors to present claims. And expenses of 
administration, and all claims of creditors being 
paid, the estate will be distributed to those 
entitled thereto. 

In the case of an insolvent estate, ordinarily 
the function of the trustee is to operate the 
business only so long as may be necessary to 
permit the liquidation thereof on an economical 
basis. Then he must sell the assets of the busi- 
ness. If the net result—after paying expenses 
of administration—he not sufficient to pay cred- 
itors in full, he must make distribution among 
the creditors in the order of priority and among 
creditors in the same class ratably. Should all 
the creditors be paid in full, the balance will 
be paid over to the owners of the business. 


TRUSTEES AND THEIR FUNCTIONS 

Of those trustees whose business it is to con- 
tinue to invest an estate and to distribute the 
income, there are again two very prominent 
divisions. One, where the trust is created by 
will or deed; two, where the trust is for the 
benefit of an incompetent, such as an infant, a 
lunatic, or, in some States, a married woman. 
The function of the trustee appointed by will 
or deed is defined in the document, and so long 
as he makes investments in such ways as to pre- 
serve the corpus from decrease, and not unduly 
to restrict the income and makes such distribu- 
tion as he is called upon to make, he will have 
no trouble. The other division of this class of 
trustee, to-wit, the guardian of an incompetent, 
must look to the statutes and judicial decisions 
for a definition of his duties, and must care- 
fully look after the interest of the incompetent 
until the termination of the incompetency, or the 
death of the incompetent; and then must dis- 
tribute the principal and what remains of the 
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income, to the incompetent if he is alive, or if 
he be dead, to the incompetent’s next of kin. 
His main duty is to support and maintain the 
incompetent in accordance with his station in 
life, and with the value of his estate. If possible 
he must do this out of the income so that the 
principal will not be unnecessarily impaired. 

A corporate surety on the bond of any trustee 
of the classes referred to—unless it be estab- 
lished that the principal is sufficiently wealthy 
to enable him to pay any loss, or is convinced 
that his experience and his character are such 
as to make it practically a certainty, not only 
that he will not intentionally do any wrong, 
but that he has the capacity to enable him to 
avoid doing so unintentionally—will protect it- 


self by requiring the estate to be deposited un- 
der what is known as joint control, so that 
the assets cannot be disposed of except with 
the approval of the surety. 

While it may well be that in many cases 
the principal is quite as competent as will be 
the representative of the surety company to 
pass upon the propriety of a proposed act, | 
think it will be admitted that if there be one 
chance of error in a hundred on the part of 
either, the chance that both parties will make 
the same error at the same ttme is less than one 
in a thousand. In this way every precaution is 
taken to avoid any probability of loss and if a 
loss does occur there will be a corporate surety 
who will respond. 


Will Work to Prevent Premium Delinquencies 


A little booklet entitled “Why Insurance 
Premiums Should Be Paid Promptly,” has just 
been issued by the Aétna Affiliated Companies: 
the tna Life Insurance Company, the 
7Etna Casualty and Surety Company and the 
Automobile Insurance Company. 

The booklet is a departure inasmuch as it is 
not for the purpose of stimulating collections, 
but rather to influence policyholders before they 
become delinquent in their payments. A sup- 
ply of the books will be placed with all agents 
and branches, to be distributed with premium 
notices or statements to policyholders. 

Pointing out that delayed premiums add to 
the cost of insurance by increasing the book- 
keeping and accounting expense, the booklet 
says: 


The moment an insurance company agrees to 
insure you it must set aside a certain amount of 
reserve to guarantee the payment of the amount 
recorded in your favor. You expect the insur- 
ance company, when a policy is issued, imme- 
diately to potect you. Your insurance company 
really carries sufficient liability in performing 
this service alone and should not be expected 
to assume a double liability in the extension 
of credit also. Insurance cannot be sold on 
trial—which is the result when premiums are 


not paid, for its very nature prohibits this. 

Reserves are not the only protection for which 
cash premiums are needed. Heavy financial de- 
posits are required from insurance companies 
in all states where insuance business is trans- 
acted. Extremely large taxes are paid by insur- 
ance companies—state, city and Federal. Suffi- 
cient cash on hand must also be in evidence 
to meet claims promptly. 

The small amount of money taken from a 
locality by an insurance company has been a 
surprise to many people. An investigation con- 
ducted by a committee in Illinois developed that 
95c out of every dollar collected for a fire in- 
surance premium, for example, remained in the 
locality. Only five cents was taken by the in- 
surance company for its home office uses, the 
rest of it being paid back in losses, expenses, 
commissions and other obligations. These 
amounts vary for various forms of insurance, 
yet it is difficult to find any class where over 
25 per cent of the premium collected is retained 
or taken out of the locality, and even this per- 
centage, which is used for financial strengthen- 
ing purposes and equipment needs, is returned 
in a constructive way through investments made 
in American industries. 

These few rather brief facts are not submitted 
as mere propaganda—but rather in a friendly 
desire to quickly point out a few of the out- 
standing reasons why every policyholder should 
meet his insurance obligations with the utmost 
promptness. 





An Agent Who Believes in Advertising 


Albert H. Zink of Buffalo is one insurance 
agent who believes in advertising. Mr. Zink is 
a general insurance agent in that city and, with- 
in the last two years he has built up a very 
sizable business through the use of local news- 
paper advertising. He is inclined to give due 
credit to advertising for his success and, inas- 
much as he is practically the only agent in the 
city to use advertising continuously and per- 
sistently his views on the subject should have 
a value to insurance men elsewhere. 

“Advertising more than pays for itself,” in 
the opinion of Mr. Zink. “The only reason my 
advertising has paid is that it has been con- 
sistent. If I had taken the same sum and 
spent it on one or two special insurance edi- 
tions of Buffalo newspapers during the year, 
which I might easily have done, I would have 
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gotten nothing from it. But by running one 
three-inch advertisement in two different Buf- 
falo newspapers once a week, and by keeping 
this style of advertising going fifty-two weeks 
in a year I have won recognition and gained 
customers I never would have had else- 
where.” 

Mr. Zink’s advertisements run about three 
inches, single column. He buys cartoon illus- 
trations of a cut house and rewrites the copy 
to suit his own needs. His picture appears in 
each advertisement. The only time he has 
varied this program has been on special occa- 
sions, when taking on a new company, for in- 
stance. On one such occasion one small ad- 
vertisement brought him an account that paid 
the cost of that advertisement several times 
over. 
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The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 





Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 
mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 








“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 800,000 


Surplus to Policy 
Holders....... 1,514,962 


Assets........... 3,806,949 
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Consumers’ Liability 


By S. Brounr Mason, Jr. 


Vice-President, United States 


There is a saying that there is nothing new 
under the sun; but I am quite certain that 
many of our agents have never known of a class 
of insurance designated as consumers’ hability 
or of “product public liability.” In fact, this 
insurance has never been recognized generally 
until the recent issuance of the public liability 
manual. 

A few companies from time to time have 
written a policy covering this hazard at rates 
which they deemed necessary, but until recently 
there had been no publicity given to this under- 
taking, nor had there been any concerted action 
taken relative to uniformity of rates. 

Consumers’ liability, as the name implies, re- 
fers to the consumption or use by the public 
of any product manufactured, handled, or dis- 
tributed by an assured. Where the consump- 
tion takes place on the premises, such as food 
which is sold and eaten in hotels and restau- 
rants, the public liability policy is assumed to 
cover such claims. But what we are referring 
to now is where the products are consumed or 
used by the public away from the premises 
where they are manufactured or sold. And this 
form of insurance, owing to the popular de- 
mand, was found necessary to supplement the 
consumption of product on the premises. 

The premium on this class of insurance is 
generally based on the total annual receipts of 
the article manufactured or sold; except what 
is known as the “bottlers’” form of policy, 
which applies to the manufacturers or bottlers 
of soft drinks, principally; the rate for this 
form being based on each tooo fillings. 

The cost of this insurance when worked out 
is extremely low, and would add practically 
nothing to the overhead of the concern carrying 
it. And there is no question that this insurance 
is as necessary as any other character of insur- 
ance which a man carries. 

There is a case in New York where a man 
and his wife and small daughter were eating 
dinner, and after having eaten part of a fresh 
loaf of bakers’ bread, when cutting another 
slice came upon a dead mouse. The woman 
immediately fainted, and was unable to eat for 
some time, becoming very nervous and delicate. 
A suit was instituted, and finally she was 
awarded $1ooo0 and her husband $100. The ac- 
tion hinged on a decision which was made in 
the Appellate Division in New York, in which 
it was held that a manufacturer of food prod- 
ucts known to be sold to consumers, does so 
under the implied fitness of the goods for con- 
sumption, which warranty inures to the benefit 
of the consumer. Boiled down to plain English, 
this legal language means that when a manu- 
facturer offers food for sale the consumer has 
a right to expect that the product is fit to eat. 

We know of another bread concern in con- 
nection with which twenty-seven notices of in- 
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jury were received by the assured in one year, 

We have chosen at random several other cases 
to show how important it is to carry this insyr- 
ance: 

A man in Brooklyn brought suit against one 
of the drug companies for $24,000 for injuries, 
he alleges, as a result of swallowing a bit of 
glass in a bottle of medicine manufactured by 
the defendant. 

In Massachusetts a bottle of ginger ale burst: 
the flying glass cut a tendon in the hand of the 
claimant, resulting in septic poison. He re- 
ceived $7000 damages. 

Another odd case was where a Swiss cheese 
(its holes having filled with accumulated gases) 
exploded when it was cut open at a Long Island 
fair, and a spectator had an eye injured by 
one of the falling fragments. 

There was a case in Baltimore where a woman 
was using a hair tonic preparation, and brought 
iit, claiming that it had turned her hair green. 

A woman found a dead mouse in a bottle of 
a popular soft drink; claimed she was poisoned 
therefrom, and brought suit for $10,000. 


No matter how careful a manufacturer may 
be there is apt to be some time for foreign sub- 
stances to get into the article he is manufactur- 
ing: a nail, a tack, a piece of tin, and even a 
bone in chicken pie, have served as a basis for 
damage claims. A folding bed, pork and beans, 
canned corn, stove polish, oil stove, cooking oil, 
step-ladder, chewing tobacco, machinery, canned 
milk, stale fish, stationary wash-stand, soap, are 
listed in the category of what can happen. There 
is hardly a line of business in which this insur- 
ance is not necessary. 

The cover does not include any liquor proposi- 
tions, as coverage of this kind would be a boon, 
indeed, to bootleggers; any article manufac- 
tured which contains alcohol is restricted to 
114 per cent. 

This is a very unusual line. It is something 
new, and should prove most profitable to the 
agents who get out in the early stages and 
solicit insurance, for it leads to other lines, as 
we require employers’ liability or compensation 
and public liability in connection with it. 

It is of special interest to baking concerns, 
confectionery manufacturers, canners, bottlers, 
milk dealers, pharmaceutical goods manufac- 
turers, and it even extends as far as to manu- 
facturers of mechanical devices. 

The policy covers accidents which occur dur- 
ing the period mentioned, and does not cover 
accidents which occur at some indefinite future 
date. To the manufacturer whose products are 
distributed over a wide area of the country, 
the difficulty and expense of handling such 
claims as arise alone would be well worth the 
small cost of the policy, which not only gives 
this service but also relieves him of his legal 
liability. 

—The attomobile season cpens soon. Time to be 
on the job. 
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January 17, 1924 


New British Workmens Compensation Act 
(From Our London Correspondent) 

Coming into operation on January I, 1924, 
the Workmens Compensation Act, 1923, which 
received the Royal Assent on November 16 last, 
is a measure of far-reaching importance. At 
the same time, it cannot be said to have come 
as a surprise; an alteration in existing law 
having been expected ever since the publica- 
tion, as far back as July, 1920, of the report 
of the Departmental Committee on Workmens 
Compensation presided over by Holman 
Gregory, K. C, M. P. In some, but by no 
means all, respects the recommendations of this 
committee have been followed in the latest 
enactment. It should, however, be noted at the 
outset that the recommendation that insurance 
in respect of employers’ liability should (with 
certain exceptions) be made compulsory on the 
part of the public has not been adopted. On 
the other hand, it may reasonably be argued 
that the increased liability now placed upon the 
employer cannot fail to stimulate the demand 
for insurance cover. 

It will be gathered from the foregoing that 
the new act considerably improves the position 
of the workman. In fact, a broad survey sug- 
gests that the whole trend of the act is in his 
favor. There is, however, one point, referred 
to below, where some advantage may accrue to 
the employer, from the repeal of the Work- 
mens Compensation (War Addition) Act, 19109. 

Among the alterations introduced the fol- 
lowing call for notice: 

The Workmens Compensation Act, 1906, re- 
mains in force, but many of its clauses are 
amended so as to give an extension of benefits. 
The Workmen’s Compensation (War Addition) 
Acts, 1917 and I9g19 are repealed as from 
December 31, 1923—but continue to apply to a 
weekly payment in respect of total incapacity, 
arising from an accident which occurred on or 
before that date, so long as the workman re- 
mains totally incapacitated. 

The definition of the term “workman” is ex- 
tended to include a person employed otherwise 
than by way of manual labor whose remunera- 
tion does not exceed £350 a year—in place of 
the previous limit of £250. 

As regards fatal accidents to workmen, the 
maximum of compensation payable in cases of 
total dependency is doubled, i. e., it is raised 
from £300 to £600; and the minimum, in like 
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Declaration of Independence 


Vad A facsimile copy of the Declaration of Independence has been issued by the 
i) John Hancock Mutual Life Insurance Company. 

aN f This reproduction is a composite reduced facsimile, one-quarter size, taken 
Ss) from a facsimile reproduction of the original Declaration of Independence made 
Way by W. I. Stone in 1823, under the direction of John Quincy Adams, then Secretary 


Xo), of the Declaration free for framing. 





dollars in policies on 3,300,000 lives. 

















poe of State. The original engrossed Declaration is in the custody of the Librarian 
fap) of Congress at Washington. The John Hancock Company will send this copy 
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ve over One Billion Eight Hundred Million 





tacLiiwn 
Sa 
Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 











circumstances, is advanced from £150 to £200. 
Further, under the Act of 1co06 the amount of 
any weekly compensation paid for the period 
of incapacity between the accident and the date 
of death, and any lump sum paid in redemption 
of such compensation, could be deducted from 
the amount payable in respect of death; but 
this provision does not now operate. 

As regards non-fatal accidents, the maximum 
weckly payment is increased from twenty shil- 
lings, under the Act of 1906, to thirty shillings 
—the latter amount taking the place of thirty- 
five shillings under the Workmens Compensa- 
tion (War Addition) Act, 1919. On the other 
hand, while the basis of compensation continues 
to be one-half of the average weekly earnings, 
compensation in the case of a workman whose 
average weekly earnings are less than £2/10/o0 
is payable at a higher proportion—which 
may be as much as three-quarters; and the 
scale of compensation now applies alike to 
minors and adults. Again, under the Act of 
1906, the employer was not liable in respect of 
any injury which did not disable the workman 
for a period of at least one week; but, if the 
incapacity continued for, two weeks, compensa- 
tion became payable for the first week. The 
“waiting period” is now reduced to three days, 
and if the incapacity lasts for four weeks com- 
pensation starts with the first day. 

Section 1, clause (2) (c) of the Act of 1906 
provided that “if it is proved that the injury 
to a workman is attributable to the serious and 
wilful misconduct of that workman, any com- 
pensation claimed in respect of that injury shall, 
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INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 54 millions. 


unless the injury results in death or serious and 
permanent disablement, be disallowed.” This is 
now extended under the Act of 1923 (Section 
7), as follows: “For the purposes of the prin- 
cipal act, an accident resulting in the death or 
serious and permanent disablement of a work- 
man shall be deemed to arise out of and in the 
course of his employment, notwithstanding that 
the workman was at the time when the accident 
happened acting in contravention of any statu- 
tory or other regulation applicable to his em- 
ployment, or of any orders given by or on be- 
half of his employer, or that he was acting 
without instructions from his employer, if such 
act was done by the workman for the purposes 
of and in connection with his employers’ trade 
or business.” 

There are numerous other innovations: as for 
instance, the specific provision made, in the case 
of fatal accident, for dependents under the age 
of fifteen years; and the further regulations 
made as to court procedure. 

Meanwhile, the companies—speaking gen- 
erally, and of “tariff” offices in particular—have 
risen to the occasion and have announced their 
intention of carrying, without extra premium, 
to the renewal date of the policies in force the 
increased risks imposed by the new act. 


—Special agents of the Fidelity Phenix Insurance 
Company visited the home office in New York for 
several days last week. 

—The National Association of Insurance Agents 
will probably hold its mid-year meeting in St. Louis 
about the middle of March. A definite announcement 
will be made shortly. 
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FOUR REASONS WHY 
LINCOLN NATIONAL LIFE 
AGENTS 
GET THE BUSINESS 


(1) Lincoln National Life agents are carefully selected. 
(2) Lincoln National Life agents are trained. They 
are given a thorough educational course which starts 
when their contract goes into effect. 

(3) Lincoln National Life agents get the direct assist- 
ance of competent men in the field. 

(4) Lincoln National Life agents are backed by telling 
Home Office co-operation. 


These are four good business reasons why it pays to 


—————_ = a \ 
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The Lincoln National Life Insurance Co. 


“Tis Name Indicates Its Character’’ 


Lincoln Life Building FORT WAYNE, INDIANA 


Now More Than $295,000,000 in Force 


SALARY AND COMMISSION 


offered to capable man to organize an im. 
portant open territory, comprising five coun. 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE Co, 
Scranton, Penna. 





contracts for men of good reputation, 
“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0. 


A. L. HART, Agency Manager 


4 Q WE WANT AGENTS 
Eucallent lowe cerslieay one faa 


Home Office—Register Tribune Bldg.—Des Moines, lowa 




















THE INSURANCE GUIDE 
AND HANDBOOK 


In Two Volumes—1922 Edition 


A Guide to the Principles and Practice of Insur- 
ance in Great Britain 


Volume I relates to Life Insurance, and deals with Forms of 
Assurance; Policy Conditions; Mortality Tables; Ordinary 
and Industrial Office Premiums; Reserves, Surrender Values, 
etc.; Under-Average Lives; Extra Risks; Distribution of 
Surplus; Titles; Mortgages; Investments; Income Tax; Ac- 
counts; Bookkeeping; Compound Interest Tables; Acts of 
Parliament; Stamp Duties. 370 pages. 

Volume II relates to Fire, Accident and Marine Insurances, 
and treats of the following phases thereof: Theory of Fire 
Insurance; Legal Aspects of Some Primary Principles; Subro- 
gation and Contribution; Loss of Profits Insurance; Settle- 
ment of Fire Losses; Fire Extins guishment; Historical Survey; 
Personal Accident, etc.; Employers’ Liability ; Motor Insur- 
ance; Third Party and Public Liability; Burglary Insurance; 
Anatomy and Physiology (Elementary); Medical Terms and 
Synonyms; Fidelity Guarantees; Study of Marine Insurance; 
British Acts relating to insurance. 436 pages. 

These works are of interest to all students of insurance. They 

are substantially bound in cloth and can be obtained from The 

Spectator Company at the following prices: 


Single volume, $7.50; the two volumes, $15. 


THE SPECTATOR COMPANY 
Sole Selling Agents in America 


CHICAGO NEW YORK 





THE MUTUAL “LIFE OF ILLINOIS: 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An “Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested 

















The Second Supplement To The Handy Guide, 1923 


The second supplement to The Handy Guide to Premium Rates, Applica- 
tions and Policies, 1923 edition, has been issued by The Spectator Company. 
This supplement contains new policy forms and premium rates of prominent 
companies, and brings The Handy Guide fully up to date. 

Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectater Company’s book, at 
35 cents each, while the price to non-subscribers will be 50 cents. The 
three supplements to the 1923 edition of The Handy Guide will be furnished 
to subscribers to that book for $1. The Handy Guide, with the first two 
supplements bound in, will be furnished for§$4.70 for the plain edition, and 
$5.05 for the thumb- indexed edition, sent postpaid on receipt of price. 
Orders should be addressed to 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











REACHING HIS *“*SOFT SPOT” 











FOR HIS CHILDREN FOR HIMSELF 
Dad’s “‘soft spot” is his boy and his 
girl. His one big ambition is their 
education, their start in life and in 
business. 
Any Dad of a child from 2 to 14 
years of age will be tremendously in- 
terested in the new ‘‘Child’s Endow- 
ment Policies’ of the Ohio State 
Life. 
The Ohio State Life service now 
ranges from ages 2 to 65 years, cov- 
ering the family group with few 
exceptions. 
Our agency contracts on the partner- 
ship basis will interest you. 


Wanted agents in Ohio, West Vir- 
ginia, Michigan, Indiana, Kentucky, 
exas and Oklahoma. 
For our new 
OHIO SPECIAL 
ACCIDENT AND HEALTH 
POLICIES 


For business and professional men. 
Complete Coverage. 
Non-Cancellable Term. 

$1,000 to $10,000 Specific Loss. 

$10.00 to $50.00 Weekly Indemnity. 

Moderate Premiums and Liberal 

Commissions. 

Accrued indemnity payable every 
30 days during disability. 


Our O. S.-Li.-Co. Automobile Policy is a great door-opener. 
THE OHIO STATE LIFE INSURANCE CO. 


John M. Sarver, President 


COLUMBUS, OHIO 

















